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By ROBERT B. MITCHELL 


NEW YORK—Should the additional 
surance bought under a guaranteed 
urability option be considered so 
uch an integral part of the original 
licy that only the suicide and in- 
ntestable provisions in the under- 
ing policy should be permitted to 
ply? 

Or should the right to buy addi- 
onal coverage be construed only as 
e right to a policy the same as that 
ued to any other applicant—includ- 
the usual suicide and contesta- 
ility provisions? 

This legal and philosophical ques- 


tion was again the subject of a New 
York department hearing last week, a 
continuation of the one held Jan. 5 
by First Deputy Samuel Cantor. 


Contest Strictly A Legal One 


At the conclusion of a considerable 
amount of testimony, it appeared that 
the question would have to be fought 
out on strictly legal grounds. The 
company people were as convinced as 
ever of the rightness of excluding 
suicide for the usual periods follow- 
ing issue of each new policy bought 
under the option. The department 
showed no sign of weakening in its 
earlier position that only the suicide 
and contestable periods in the ori- 


egal Battle Looms Over Suicide 


an In Policy Bought Via Option 


ginal policies should be permitted’ to 
apply. 

In essence the company position is 
that selling policies pursuant to the 
guaranteed insurability option but 
without the usual suicide and incon- 
testability clauses would be unfair to 
other policyholders paying the same 
premium for contracts otherwise iden- 
tical except for containing the exclu- 
sion clauses. 


Fear ‘Induced’ Suicides 


Moreover, the companies contend 
that the right of a policyholder to buy 
additional coverage lacking an im- 
mediate suicide exclusion would seri- 

(CONTINUED ON PAGE 13) 













Ladd Plumley Is 
amed State Mutual 
hairman, President 


H. Ladd Plumley, who has been 
tate Mutual Life’s president since 
51, has been elected chairman and 
president. Mr. 
Plumley joined 
State Mutual in 
1945 as head of the 
then newly organ- 
ized group depart- 
ment, became a 
vice-president in 
1947 and a direc- 
tor in 1950. 

He has been in 
the life insurance 
business since 
1925, first with 
Travelers, and 
hen, during World War II, as chief 
the life insurance section of the 
y’s office of fiscal director. 

Mr. Plumley is also chairman of 
Yorcester Mutual Fire and Guarantee 
lutual. He is a director of the U.S. 
hamber of Commerce, a trustee of 
he Bank of New York and a director 
f the Worcester County National 








H. Ladd Plumley 












ingle Premium Immediate Annuity 
ates Decreased By Conn. Mutual 
Connecticut Mutual Life has made 
M across-the-board rate reduction on 
nNgle premium immediate annuities. 
though the reductions are not uni- 
mm, they affect all types of these 
mMuities at all ages. 
The lower rates reflect the higher 
Herest rates presently obtainable on 
W investments and a mortality basis 
fat has been brought into line with 
rent experience, the company said. 


The Schergens agency of Aetna Life 
Shreveport, La., was the company 
Mder in A&S production for 1959. 


YUM 


Alaska Appoints 
Scott Commissioner 


William M. Scott, former U.S. man- 
ager of Canadian group, has been ap- 
pointed director of the Alaska depart- 
ment. He opened the U.S. head office 
of Canadian group at Los Angeles in 
1933 and directed operations until re- 
signing in 1951 to enter local agency 
work with the Scott, Irvine & Stiles 
agency of Los Angeles. 

Mr. Scott has been active in the 
Pacific chapter of CPCU and the 
California pond of Blue Goose. 


D.P. Cahill Resigns 
Grand Rapids Post 


GRAND RAPIDS—Daniel P. Cahill 
has resigned as manager at Grand 
Rapids for Mutual of New York. A 
CLU, he has had extensive experience 
in life insurance and was for two 
years director of the Purdue course. 
Before that he was assistant director 
of the Texas Christian University 
course. 

In the three years he has been mana- 
ger at Grand Rapids, production has 
increased from $6 million to $9 million. 
He is a past president of the New York 
City CLU chapter. 

Mr. Cahill has not announced his 
future plans. 


Gen. American Advisory 


Council Names Robinson 


Field Robinson, Roswell, N. M., has 
become chairman of General Agents’ 
Advisory Council of General American 
Life. Richard Strauss, Des Moines, has 
been appointed new member of the 
five-man council which meets with 
the president and officers of General 
American on matters affecting the 
field force. 


Pays 1009 4 Stock Dividend 

MINNEAPOLIS— Security Life of 
Minneapolis, established three years 
ago, has declared a 100% stock divi- 
dend. The company also announced 
that it will enter the A&S field. 


Reservations Heavy 
For Hawaii Meeting 
Of MDRT May 19-23 


The number of reservation requests 
—672 up to Jan. 22—and the comments 
accompanying many of them indicate 
that Million Dollar Round Table mem- 
bers are looking forward with enthusi- 
asm and keen anticipation to the 1960 
annual meeting, May 19-23, at the 
Hawaiian Village Hotel, Honolulu, ac- 
cording to MDRT Chairman Robert 
S. Albritton, Provident Mutual, Los 
Angeles. 


Large Early Registration 

“This is an unusually large early 
registration and would indicate that a 
substantially greater total attendance 
should be anticipated by the time all 
of the members have completed their 
qualification for the 1960 Round Ta- 
ble,” Mr. Albritton commented. 

Nearly 80% of the members who 
have made reservations will be ac- 
companied by one or more members of 
their families. 





Nearly 1,800 Attend 
N.Y. Department's 


Centennial Banquet 


Dedication Of Staff 
Stressed By Governor, 
Ecker, Hammel, Thacher 


NEW YORK—A throng of close to 
1,800 from every sector of the busi- 
ness jammed the facilities of the Wal- 
dorf-Astoria Hotel at the centennial 
banquet of the New York department. 

Despite the overflow crowd, which 
heard Gov. Rockefeller, Paul Hammel, 
Nevada commissioner and president 
of National Assn. of Insurance Com- 
missioners, and Frederic W. Ecker, 
chairman of Metropolitan Life, extol 
state supervision, Superintendent 
Thacher who acted as_ toastmaster, 
managed to give a family touch to the 
affair. 


153 Years Of Service 


Early in the proceedings at the 
banquet, he noted that on the dais 
were men whose departmental serv- 
ice totals 153 years: Julius Sackman, 
assistant superintendent and chief of 
the life bureau; Raymond Harris, dep- 
uty superintendent and chief counsel; 
Charles Dubuar, life chief actuary; 
and William C. Gould, chief of the 
property bureau. Mr. Thacher also 
asked 13 retirees of the department 
who had contributed 482 years of 
service to take a bow. , 

Seated on the dais were former 
Superintendents Alfred J. Bohlinger, 
Albert Conway, Robert E. Dineen, 
Leffert Holz, and Julius S. Wikler. 
The only other living ex-superintend- 
ent, George S. Von Schaick, was kept 
away by illness. 

Mr. Ecker, speaking on behalf of 
the entire business, quoted George W. 
Miller, second superintendent of the 
department, who said in 1871: “The 
true object and aim of governmental 

(CONTINUED ON PAGE 18) 





ANNIVERSARY DINNER—Photographed at the banquet marking the New 
York department’s centennial at the Waldorf-Astoria are, from left, J. Victor 
Herd, chairman of America Fore Loyalty; Devereux C. Josephs, director and 
former chairman of New York Life; Gov. Rockefeller; Superintendent Thacher 
of New York; Kenneth E. Black, president of Home; Commissioner Hammel of 
Nevada, president of National Assn. of Insurance Commissioners, and Frederic 
W. Ecker, chairman of Metropolitan Life. 
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Drimal Agency's "59 Record Backs 
Psychiatry’s Value As Hiring Aid 


By ROBERT B. MITCHELL 


Does it pay to have _ prospective 
agents examined by a psychiatrist as 
a final screening step before hiring 
them? 

General Agent Charles E. Drimal of 
Penn Mutual at New York has for 
some time maintained that it does, and 
his 1959 record, both in turnover and 
in production, supplies impressive 
added evidence of the soundness of 
his position. 

By going beyond the usual methods 
of selecting applicants and having the 


Republic National 
Plans 2 For 1 Split, 
25% Stock Dividend 


Directors of Republic National Life 
are recommending that stockholders at 
their annual meeting March 8 approve 
a two for one split in the stock, pro- 
viding for two $1 par value shares for 
each $2 par share now outstanding. 

The directors also recommend an 
increase in the capital from $1,401,810 
to $1,752,263 by transfer of $350,463 
from surplus to allow for distribution 
of a 25% stock dividend. 

The total effect would be to give 
each stockholder 2.5 shares for each 
share owned on the record date to be 
established, and will increase the 
number of shares outstanding from 
700,905 to 1,752,263. 

Management expects to recommend 
to the directors that there also be a 
cash dividend of 10 cents on each of the 
new shares. This would be equal to 
25 cents on the old shares of stock 
compared with a previous cash divi- 
dend of 20 cents. 

Approval of the proposals would 
result in the second increase in the 
company’s capital in the last few years. 
In 1956, Republic National Life gave 
stockholders a five for one split and a 
200% stock dividend. 





Local Press Gives Plug 


To St. Paul Insurance 


ST. PAUL—The insurance industry 
centered here got prominent attention 
in this month’s “progress edition” 
of the St. Paul Sunday Pioneer Press. 
Two pages were devoted to recent in- 
surance building projects. 

Among the downtown buildings 
mentioned were the $5 million home 
office building of St. Paul F.&M.; 
the $2.5 million new home of Minne- 
sota Mutual Life the $2 million build- 
ing of Degree of Honor Protective 
Assn. (now under construction), and 
the recently purchased home office 
building of North Central Life. 

In the outlying sections of the city 
are the new $800,000 home office of 
Group Health Mutual; the $1 million 
home of Mutual Service Life, and a 
$150,000 addition to the home office 
ot St. Paul Mutual. 

Praetorian Mutual Life has reduced 
standard women. For women 
19 through &8 years old, rates quoted 
are for three years younger than ac- 
tual age at nearest birthday. 


yy 4 foy 
weS ior 


most promising ones interviewed by a 
psychiatrist he has reduced the at- 
trition among fully screened and rec- 
ommended recruits to about 30%. 

But it is not just the percentage 


™ 


or 





General Agent Charles E. Drimal, 
left, of Penn Mutual at New York, with 
his “rookie of the year,” Eric Ramsay, 
who paid for $380,000 on 37 lives last 
year though he didn’t start in the field 
until July. He is one of those recruited 
with the help of the psychiatric tech- 
niques described in the accompanying 
article. 


Mass. Mutual Sells 
Billion Of Ordinary 
For The First Time 


Massachusetts Mutual Life’s ordi- 
nary insurance delivered in 1959, ex- 
clusive of revivals, increases and paid- 
up additions, exceeded a billion dollars 
for the first time, the figure being 
$1,007,266,187, up 6.8%. 

Including paid-up additions but not 
revivals and increases, the figure was 
$1,024,606,110, an increase of 7.8%. 

So far as the company has been able 
to determine, it is the first time that 
a purely general agency company has 
sold more than a billion dollars of 
ordinary, exclusive of revivals, in- 
creases and paid-up additions, in a 
single year. 

Total sales were $1,225,468,262, up 
11.2%. Group sales were $200,862,152, 
up 32.4%. Premium income from sales 
of group life, group A&S and group 
pension business also rose substan- 
tially. 

Combined insurance in force passed 
$7 billion, for a net gain of more 
than $800 million. 

The Los Angeles agency headed by 
Robert L. Woods set new sales records 
for ordinary sales with $47,574,729, up 
$1,967,672 over the previous company 
record, which the agency set in 1958. 
Group sales of $41,750,103 as well as 
the combined total were also new com- 
pany records. 

Daniel Auslander of the Copeland 
agency at New York set a new indi- 
vidual-producer record for the com- 
pany, with $6,004,050 of ordinary paid- 
for. 





Lincoln Liberty Life has cited the 
Buckner-Stewart agency of McAllen, 
Tex., as agency of the year and Gen- 
eral Agent Charles Stewart as agent 
of the year. 


of men retained but their perform- 
ance that makes one wonder if an 
agency head can afford not to get 
psychiatric help in hiring agents. 

The Drimal agency paid for more 
than $20 million last year. The agen- 
cy grew from 31 to 37 full-time agents 
during the year and had the unusual- 
ly high average production of $600,000 
a year for each full-time man. Seven 
of them sold more than a million and 
Associate General Agent Martin Breg- 
man, one of Mr. Drimal’s first recruits 
after he took over the agency seven 

(CONTINUED ON PAGE 16) 


Ohio National Has 
50th Anniversary 
Rate Book Ready 


Ohio National Life held saies meet- 
ings simultaneously in 10 cities to 
reveal the publication of the company’s 
50th anniversary rate book, new pro- 
graming material and sales objec- 
tives it is hoped will be reached or 
passed during 1960. 





Client-Agent Relation Stressed 


The meetings, conducted by home 
office and division office personnel and 
attended by the company’s entire sales 
force, stressed the importance of im- 
proving and maintaining client-agent 
relationships, the company’s dividend 
performance, and promotional plans in 
conjunction with Ohio National’s 50th 
anniversary—which will be observed 
throughout 1960 and culminated on 
Founders Day, Oct. 10. 

The rate book, which went into 
effect Jan. 1, introduced a $10,000 
minimum special whole life plan, two 
family benefit riders for attachment to 
new or existing policies, completely 
revised annuities with reductions in 
premium, revised series of reducing 
term mortgage protection riders, and 

(CONTINUED ON PAGE 17) 
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Nw National, First | 
With Annual Report) 
Had Excellent Year | 


An average rate of return of 5, 
on new investments in 1959 and 
increase in average net yield on 
investments to 4.03% are among hig 
lights of the 75th annual report 
Northwestern National Life. As usy 
Northwestern National’s annual rep 
—a 24-page document with full co 
cover—is the earliest complete rep 
issued by any major life company. 

President John S. Pillsbury ter 
1959 a “distinctly good” year. Surg] 
was increased by $1,722,300, compa 
with an increase of $810,340, in 19 
This brought total surplus to $21,117 
664. Assets increased by $21,138,0 
reaching $362,850,890. 

Sales amounted to $338,677,753, a 
cord and an increase of 20% over 19 
The total consisted of $176,137,526 
individual and $162,540,227 of gro 
Life insurance in force Dec. 31 y 
$2,200,462,418, a gain of $229,878,7) 
In addition, group A&S in force 
the end of the year was 6% grea 
than at the end of 1958. The compar 
also entered the individual A&S fie 
at the start of 1960. 

Northwestern National paid out 
record $31,654,480 in policy benefi 
some $6 million more than in 19% 

The continued sharp increase inp 
rate of return reflects in part certa 
significant changes in the compan 
investment policy, Mr. Pillsbury 
ported. Less new funds went into 
sidential mortgages and more in 
commercial and industrial mortgage 
This was done partly to restore bett 
balance between the two types a 
partly because higher rates of ret 
are now available on commercial ar 
industrial mortgages. More funds al 
went into directly-placed corpora 
obligations. 

Northwestern National began } 
75th year last September and wi 
mark the 75th anniversary of i 
founding on Sept. 15, 1960. In 0 
servance of the anniversary year, fh 
75th report relates not only the pm 
gress during 1959 but also recout 
some of the principal milestones } 

the company’s growth since 1885. 





Under $7,500 Income 


Group Offers Best 





Potential To Life Agents, Reeder Declar 


More emphasis on the sale of ordi- 
nary life to the huge market in the $5,- 
000-$7,500 income 
group offers the 
best opportunity 
for the life busi- 
ness in the years 
ahead, President 
Howard C. Reed- 
er of Continental 
Assurance told the 
‘General Agents & 
Managers Assn. of 
that company at 
the annual meet- 
ing in Chicago. 

There is a place 
for term insurance and a place for re- 
tirement income insurance, Mr. Reeder 
observed, but the big market should 
be in the ordinary life type plan; for 
the average man. 

“T have seen million dollar producers 
who ended up making less than $3,000 





H. C. Reeder 


commission, and general agents mi 
ing less than $1,500 on the same mij 
lion,” he declared. “The volume 
business is not the sole answer, 
takes premium dollars to pay comms 
sions, and unless we go after our fa 
share of the public’s savings dollay 
we cannot expect to recruit the ty 
of young men we need in this busines 
and certainly the future of the ge 
eral agent is not too bright unless} 
can attract the right type of salesm4 
who will séll insurance not only | 
provide death protection but to provid 
living protection as weil.” 

Mr. Reeder offered some optimis! 
comments n the economic fut 
saying that, political and _ econoll 
forces are working to restore balal 
to the econémy and eliminate the fe 
of ever risifig prices. “As a matter 
fact,” he said; “except for the st 
market, the symbols of inflation hé 

(CONTINUED ON PAGE 17) 
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LIFE INSURANCE EDITION 





“Just like mommie says— 


if you 


catch a cold and get a 


fever, go to bed and shell call 
our doctor to come see you” . 





“Uh-huh” 


“« *& 


WINTER WARNING! A cold with fever is a danger chances with a “feverish” cold. Call your doctor . . . 
signal . . . often a warning of pneumonia, sinus andear don’t depend on home remedies. His treatment, to be 
infections or other serious complications. Never take most effective, must be started promptly. 


Metropolitan Life 
INSURANCE COMPANY® 


A MUTUAL COMPANY, 1 MADISON AVE., N.Y. 10, N.Y. 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 

















Prospect’s Will Is Best Approach 
To Sale Of Insurance, Agents Told 


have no time or inclination to discuss 
life insurance.” 

Clients should also consider the pos- 
sibility of a common disaster when 
children are the secondary benefici- 
aries. Pointing out the futilty of guess- 
ing in advance when children will 
have the responsibility and experi- 
ence necessary to take care of their 
money, Mr. Eiber said an ideal an- 
swer for such a problem is for the pol- 
icy proceeds to be made over to a tes- 
tamentary trustee through his will 
with broad discretionary powers. The 
trustee can decide on the spot when 
to make a move. 

“Settlement options alone are often 
arbitrary decisions that lump sums will 
be paid without any reference to the 
ability of the beneficiary to handle 
the money,” said Mr. Eiber. 

“If you can intelligently discuss the 
will with clients you will find that the 
will is an excellent key to life insur- 
ance,” Mr. Eiber concluded. 


The prospect who is reluctant to 
talk about life insurance often needs 
little persuasion to talk about his will, 
either in connection with his personal 
or business situation. Hence the agent 
will do well to be able to discuss wills 
and estate problems. 

This was emphasized by the speak- 
ers at the annual sales conference of 
the Brooklyn branch of New York 
City Underwriters Assn. 

Bernard Gorson, general agent of 
John Hancock at New York, moderated 
the meeting. He told those present that 
they must “search beyond the easy ap- 
proach to the insurance sale to the 
advanced sale—through the will.” 


Refers To Property Not In Will 


Bernard M. Ejiber, lawyer, faculty 
member of the Insurance Society of 
New York School of Insurance and 
former general agent of the Mutual 
Trust Life, Brooklyn, showed how the 
agent must master some of the subt- 
leties of estate problems to be able to 
sell the necessary insurance. Insur- 
ance advice should coordinate probate 
and non-probate property, Mr. Eiber 
said. He reminded agents that jointly 
held bonds and property do not go 
through the will, but must be taken 
into account for insurance purposes. 

There is a tendency to overestimate 
the ability of an estate to generate 
cash. 

“Remind the client that certain as- 
sets are non-income-producing, such 
as jewelry and real estate, for in- 
stance,” Mr. Eiber suggested. The 
agent must therefore show the pros- 
pect the estate in net cash terms. 

Mr. Eiber noted the danger of going 
beyond the bounds of discretion in 
dealing with wills. 

“The life underwriter is not a law- 
yer,” Mr. Eiber said. “Do not criticize 
a will to the client. Talk to the attor- 
ney. 1f you do, you will find that you 
have taken an important step to- 
ward an insurance sale.” 

The will is an excellent vehicle for 
the distribution of life insurance, he 
said, “and a discussion of the estate is 
interesting to people who say they 





Steinberg Urges Self-Confidence 


B. William Steinberg, general agent 
of Massachusetts Mutual at New York, 
spoke on how to approach the small 
business for business insurance. He 
advised the agent to relax. 

“Most agents are scared stiff at first 
at the prospect of complex analyses, 
of lawyers and accountants,” he said. 
“But don’t be surprised to find the 
lawyer or accountant ignorant of law 
sections relevant to insurance prob- 
lems.” 


Shows Value Of Buy-And-Sell 


The agent can motivate the prospect 
by keeping things on a non-technical 
level and stressing the fact that busi- 
ness insurance is a business expense. 

“Even if the guy is a sole proprietor, 
if it’s the business that pays, he’s in- 
terested,” said Mr. Steinberg. 

Mr. Steinberg pointed out that the 
buy-and-sell agreement avoids the 
complication of a widow who thinks 
she has been unfairly treated. Since 
her income is liable to be reduced as 
the result of the sale, it is good to 
have the husband and his associates 








Interested in additional tax 
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INSURANCE RESEARCH COMPANY 
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estimate the worth of the company. 

“They are the only people who know 
what the company is worth,” said Mr. 
Steinberg. 


Work Is The Answer 


Seymour V. Abrams, Penn Mutual, 
Brooklyn, gave the reasons why some 
people make money out of life insur- 
ance and some are flops. Urging sales- 
men to get out on the street and make 
calls, he said most office work is 
“camouflaged call-reluctance.” 

“Most insurance agents are part- 
time workers—and they take home 
part-time pay,” he said. Mr. Abrams 
said he could not understand the fear 
of prospects that the agent can deve- 
lop. 

“Buyers of insurance are complete 
amateurs; sellers are _ professionals,” 
he said. 


Client’s Advantage Most Important 


Mr. Abrams proceeded to let his au- 
dience in on some of his selling tech- 
niques. 

“There is no magic word except 
‘work,’” he said. He told how he had 
won business by making up estate 
plans on a single page. 

“Keep it simple,” he said, “and don’t 
make the client think you’re smarter 
than he is. Look at everything from the 
client’s point of view. Plan your work 
around your prospect and you’ll make 
so much money you’ll need a truck to 
take it to the bank.” 


Hassle Over Non-Payment 
Of Commissions Kills Pa. 


State Employes Group Plan 


HARRISBURG—A move to avoid 
paying agents’ commissions in a group 
life plan for some 72,000 state em- 
ployes resulted in the bill being killed 
in the final days of the 1959 legisla- 
ture. 

Under terms of the measure, em- 
ployes would have started the plan by 
paying premiums of $1 a month per 
$1,000 of coverage. Officials said it 
would have later dropped to about 60 
cents a month. 

However, the house of representa- 
tives wrote an amendment proposal 
providing that the state purchase the 
coverage directly from life companies 
and thus eliminate commissions to 
agents. Members of a house-senate con- 
ference committee appointed to iron 
out differences between the two 
branches said the bill died when they 
were unable to agree on the scrapping 
of this amendment. 


Maximum On Limited Life 


Plans Raised By Pa. Bill 


HARRISBURG—A bill expanding 
the size of limited life policies in Penn- 
sylvania has been signed by Gov. Law- 
rence. 

Under the new law the previous 
$1,000 ceiling for death from natural 
causes benefit is raised to $5,000 and 
the former $2,000 limit for accidental 
death is increased to a maximum of 
$10,000. 

Companies’ writing limited life 
policies must meet certain capital and 
surplus requirements before they can 
raise the maximum amounts of the 
policies they issue. 


Washington National 


Increases Discount Rate 


Washington National of Evanston has 
increased its discount rate on premiums 
paid in advance from 3% to 3%%. 


ai’ 
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Allstate Has New 
Family Plan 


Allstate Life is introducing a ne 
family plan policy in at least 
states. It is sold in units, the bas 
plan being one unit. If more protect 
is needed, additions may be made , 
to three tull units. A typical fa 
might buy a policy with one ba 
unit of coverage which would ent 
the father to receive $5,000 worth 
permanent life insurance; the moth 
$2,000 term insurance, and each 
the children $1,000 term insuran 
until age 22. If the mother is a lit 
older than the father, her covera 
weuld be slightly less; if young 
slightly more, but the premium 
mains the same. 

The basic family policy also provid ity in 1 
for payment of an additional $5,0 gent at | 
if the father dies from an accidefendent o: 
and $2,000 additional if the moth# wr. Mi 
dies accidentally. An extra unit of aghancial se 
cidental death benefit for either tihancial se 
mother or father, or both, may Dr. Dav 
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added if desired. medical di 

A family income rider for either tifjedical d 
mother or the father, or both, may if Ajso pre 
added. If these are attached and if th lamin to a 









father dies within 20 years after iss 
ance, an income will be paid to tiyiniam J. 
family which can be as much as $2ficor of ; 
per month per unit of family polig, girecto: 
for the balance of the 20 year perio$ng Alien 
If the mother should die, an incon Mehox to 
of $50 per month per unit of fami 
policy will be paid for the balance @. 
the 20 year period. ife Of | 
Both of the family income ride ssued | 
contain the privilege to change to 
permanent policy without further ev#lnd Gu 
dence of insurability. ‘ 
Children born after the policy j Life of 
issued are included automatically gor hosr 
age 15 days; premiums are waived gd Tenew 
evel term 
wice the 
iso has ad 
d rate re 


inger to 


















































the case of the total and permane 
disability of the insured before a 
60 and coverage for the mother ap 
children is continued without furth# 
payment of premiums in the event and tr 


the father’s death. or waiver « 
a In additic 

2 hole life ¢ 

Wrong Title For Byrne = friucing | 


In the Jan. 16 issue of THE NATION$ The seni 
UNDERWRITER, Roger J. Byrne was imfill be isst 
correctly identified. He is Colonidovides thr 
Life’s new assistant resident supe maximum 
intendent of agencies for northern Negbr 31 day. 


Jersey, with headquarters at Eéfenso, and 
Orange huctible is o 
“= The level 





4 Agencies Lead Mutual Trust Lif tempora: 

The four top production agencies @ese base: 
Mutual Trust Life for 1959 were th#l-60); 15-y 
Bergen, Lester, and Tiedemann agempl), and to a 
cies of New York, and the Grof agencg2000. 


of Saugus, Mass. For doub 
ceident, Lif 
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Bonr.ington Is Elected 
Denr: Mutual Life V-P: 
ight Others Advanced 


George A. Bennington III, 2nd vice- 
president of Penn Mutual Life since 
19358, has been 
elected vice-presi- 
dent. 

Ralph F. Miller, 
financial se cr e- 
tary, has been 
elected 2nd _ vice- 


WwW 


ig a ne 
least 
the bag 
protectig 
made y 
al fa 
one bag 
Id enti 
worth 


ie moth president and Dr. 
each Bryan A. Dawber, 
insuran associate medical 
director, becomes 


medical director. 








Mr. Bennington 
ton Il joined the com- 
BEA. Bennington pany at Kansas 


) providdhity in 1948, later becoming general 
1al $5,0 gent at Oklahoma City and superin- 
accideifendent of agencies. 
e moth# Mr. Miller served as assistant fi- 
nit of afancial secretary before becoming fi- 
sither tihancial secretary in 1958. 

may @ pr. Dawber was appointed assistant 
medical director in 1950 and associate 
either tihedical director two years ago. 
n, may Also promoted were Wilbur S. Ben- 
and if tifamin to assistant secretary; J. Edward 
after i inger to assistant financial secretary; 
‘id to tiiviliam J. Kolberg to assistant super- 
h as $2fisor of applications; Silas H. Cline 
ily polig, director of purchase and supplies, 
ar perit§nd Allen L. Crouch III and Frank K. 


in inCOMferbox to assistant counsel. 
of fami 


alance Fit, Of Ga. A&S Policy Is 


iy sued For Ages 65 To 80 

rther ewind Guaranteed Renewable 
policy | Life of Georgia has introduced a 
tically : enior hospital-surgical policy guaran- 
waived ig renewable for life and ordinary 


evel term riders for amounts up to 
efore agvice the basic policy. The company 
other an Iso has added coverage liberalizations 
ut furth d rate reductions for double indem- 
hity and travel accident and rate cuts 


oermanel 


e event 

or waiver of premium. 

In addition, rates and values on the 
ne hole life ordinary plan were revised, 


producing a lower net cost. 

| NATIONS The senior hospital-surgical plan 

1e was ifill be issued for ages 65 to 80 and 
Colonirovides three package coverages, with 

nt supe maximum $10-a-day room and board 

thern Ne#or 31 days, $100 miscellaneous ex- 


at Eéafense, and $250 surgical. A $15 de- 
luctible is optional. 

The level term riders are designed 

Trust Lior temporary additional protection on 

igencies @hese bases: 10-year (issue ages 

were {h#)-60); 15-year (20-55); 20-year (20- 


ann agempl),and to age 65 (20-55). Minimum is 
rof agencg2,000. 
For double indemnity and_ travel 
teident, Life of Georgia has removed 
wnmilitary aviation restrictions on 
vate plane, charter and sight-seeing 
lights except when insured is the 
° ht lot, a member of the crew or a 
ig asenger on a training flight. 
Termination dates have been ex- 
ICKS ded from age 60 to age 70 and 
Sue ages raised from 55 to 65. 
Rates have been reduced in varying 
mounts averaging 20%. 


wal Protective Planning 
a Co.) Up Surplus $1 Million 


loyal Protective Life directors will 
~mmend to stockholders at their 
Mual meeting in February that a 
mge be made in the company’s 
e CG145Mital structure, according to a let- 
to stockholders from John M. Pow- 
thairman, and Jerome M. Powell, 
Sident. 

The recommended change would be 


ity 


ng 


ilect. 
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accomplished by capitalizing an ad- 
ditional $1 million of surplus, thus 
increasing the capital to $3 million, 
and increasing the number of shares 
from 100,000 at $20 par value to 300,- 
000 shares at $10 par value. 

The directors are expected to keep 
the total dividend the same as in the 
past, so that instead of the present 
60 cents per quarter, it would become 
20 cents per quarter on 300,000 shares. 

The letter said that the purpose of 
the change is to make purchases and 
sales of stock a little more convenient, 
since the units would be smaller. 


Rowland Returns From 
Vietnam: Assisted In 
Developing New Code 


Frank L. Rowland, who retired as 
managing director of Life Office Man- 
agement Assn. in 1956 after having 
held the position since 1924, has re- 
turned from an eight-months’ tour of 
duty for the U. S. State Department in 
Saigon, Vietnam. His assignment was 
to assist the country in the develop- 
ment of a new insurance code to re- 
place the French code, under which it 


has been operating for 80 years. 

Mr. Rowland has spent considerable 
time in southeast Asia during the past 
few years doing consulting work with 
life companies in India, Thailand, 
Japan and the Philippines. 

Mr. Rowland was commended for 
his services in drafting the new code 
in a letter from the Vietnam secretary 
of state for finance to the U.S. mission 
director in Saigon. 

American Mutual Life’s 1962 semi- 
nar for general agents will be held in 
Hawaii. 

















your nearest Security 


In your case...1s waiting... 


PROCRASTINATIN 


Ever find yourself waiting for the right prospect to fit the coverage you can offer ? 


Ever miss a really good sales prospect because you couldn't offer the coverage he wanted ? 


Security Mutual agents miss very few sales opportunities because they can offer complete 
coverage; complete coverage in Life, Non-Can, Sickness & Accident, Group and Pension Trust. 


Progressive training programs equip them to make best use of this complete coverage 


. help them do a bigger, better job; and their work is made 


looking into. Contact 


Mutual General Agent 
for the facts 
. today! 





easier by dynamic sales aids that really help them sell! 


You see, at Security Mutual we believe the success of our 
agents is the measure of 
our achievement as a company. 

We figure that’s worth your 










security mutual life insurance company 
Cour Seeurily out Matual rusporsebilety 


81 EXCHANGE STREET, BINGHAMTON, N. Y. 


Richard LC. Pille, President. 
Harlaric! L. Knight, Agency Vice President. 





1959 Production 
Records Are Given 


BANKERS NATIONAL LIFE 
Bankers National Life’s total sales 
for 1959 were $117 million, a gain of 
60% over 1958 sales, of which $53 
million was ordinary business, a 34% 
increase. Insurance in force on Dec. 31 
exceeded $593 million, up $63 million. 


CONTINENTAL ASSURANCE 

Insurance in force of Continental 
Assurance at the end of 1959 amounted 
to $6.2 billion. This was 14% over 
1958 


GIBRALTAR LIFE 
Gibraltar Life reports a 28.1% in- 
crease in new ordinary life sold during 
1959. Insurance in force went up to 
$72,190,368, a 12.8% increase over 1958. 


INDIANAPOLIS LIFE 

Sales of Indianapolis Life in 1959 
reached a high of $77,269,575, a gain 
of 19.6% over the preceding year. In- 
surance in force rose to $451,788,268 
at year-end. The Kaufman agency of 
Shelbyville, Ind., was the leading 
agency and Nate Kaufman and Don 
Schlundt of that agency were first and 


second, respectively, in production 
among all company agents. 
KANSAS CITY LIFE 


Kansas City Life’s new paid-for 
business during 1959 totaled $163,339,- 
928, compared with $161,550,155 in 
1958. Insurance in force increased to 
$53,460,695, bringing the total to $1,- 
373,557,221. Premium income of $34,- 
866,172 last year represented an in- 
crease of $650,979. 


LUTHERAN BROTHERHOOD 

Lutheran Brotherhood reports new 
life business last year totaled $219,- 
308,533, a gain of $53,622,332 over 1958. 
Insurance in force as of Dec. 31 was 
$1,137,801,144, compared with $969,- 
197,497 at the close of 1958. Issued and 
paid-for business in 1959 was up 
32.4%, a record. 


NATIONAL FIDELITY LIFE 

The company passed the $200 mil- 
lion in force mark during 1959, going 
from $167,097,000 to $200,601,000. 
Premiums were up from $5,492,998 to 
$6,427,545; income from $6,538,759 to 
$7,503,303, and assets increased from 
$22,563,817 to $24,480,781. Capital and 
surplus went from $3,501,321 to $3,- 
702,334. 


SOUTHERN PROVIDENT LIFE 

Insurance in force of Southern Pro- 
vident Life reached $43 million at the 
end of 1959. This is a net gain of $5 
million over the previous year. 


UNITED FIDELITY LIFE 
Insurance in force of United Fidelity 
Life at the end of 1959 exceeded $192 
million. 


INTERSTATE LIFE of Houston end- 
ed 1959 with $25.6 million of insurance 
in force, an increase of $14 million over 
the previous year. 





Propose Institutional Broadcasting 
A proposal to use radio announce- 
ments to improve the public image of 
life insurance and the agent is being 
studied by California Assn. of Life 
Underwriters, according to Kenneth 
MacWhinney, John Hancock, San 
Francisco, who is chairman of the 
public relations committee. If initiated, 
would provide radio 
‘aining institutional 

ge ‘5 seconds to five 


ai 


type messi 


minutes in length 
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Among those af- 
fected by changes 
in Guardian Life’s 
official staff are, 
seated, from left, 
George T. Conklin 
Jr. and Daniel J. 
Lyons, vice-presi- 
dents and direct- 
ors since 1957, 
who have _ been 
elected senior 
v i c e-presidents. 
Standing, from 
left, are Delbert 
A. Ross, financial 
secretary, who was 
appointed treasur- 
er; Irving Rosen- 
thal, vice-presi- 
dent and actuary 
since 1954, who 
was named vice- 
presidentand 
chief actuary, and 


Francis X. Reilly, assistant secretary, who becomes secretary. Messrs. Reilly 
and Ross succeed James Scott, retiring secretary and treasurer. Not pictured is 
Burgh S. Johnson, administrative vice-president, who has been elected vice- 


president. 





Minnesota Mutual 
Promotes Three At HO 


Minnesota Mutual Life has promot- 
ed John W. Fischbach, general coun- 
sel, to vice-president, and David P. 
Cartwright, underwriting officer, and 
Dr. Walter F. Larrabee Jr., medical 
director, to 2nd vice-president. 

Mr. Fischbach has been with the 
company since 1929. He is a member 
of American Bar Assn., International 
Claim Assn., Insurance Federation of 
Minnesota, Assn. of Life Insurance 
Counsel and American Life Conven- 
tion. 

With Minnesota Mutual since 1939, 
Mr. Cartwright is a fellow of Life Of- 
fice Management Assn. and a member 
of Home Office Life Underwriters 
Assn. and Institute of Home Office 
Underwriters Assn. He is a past mem- 
ber of the executive council of those 
associations and a member of Twin 
Cities Home Office Life Underwriters 
Club’s executive committee. He is a 
past president of this latter organiza- 
tion. 

Dr. Larrabee has been with the com- 
pany since 1953 and was named medi- 
cal director in 1958. He is a member 
of ALC’s medical section and Assn. 
of Life Insurance Medical Directors of 
America. 


Mich. Commissioner Tells 
High Cost Of High Standards 


LANSING—Commissioner Black- 
ford, addressing Central Michigan Un- 
derwriters Assn. here last week, com- 
mented on “racketeers and chiselers” 
in the insurance business and re- 
viewed some of the department ac- 
tions against violators of the insur- 
ance laws. He estimated that the proc- 
esses involved in revocation of a sin- 
gle agent’s license, if the action is 
contested, exceeds $10,000, but he said 
the expenditure is amply justified in 
maintaining the high standards of in- 
tegrity in the business. Failure to 
maintain these standards produces 
criticism from the public. 

The commissioner said unfavor- 
able comments about insurance and 
its regulation generally are based on 
matters beyond control of the depart- 
ment, such as apparently high rates 
which, if adequately analyzed, are al- 
most always justifiable. 

He said the recently inaugurated 
“safe driver’ auto policy has resulted 
in a heavy barrage of criticism. 





Shenandoah Life Elects 
Clement Executive V-P 


G. Frank Clement, vice-president in 
charge of agencies of Shenandoah Life, 
has been elected 
executive vice- 
president and 
Martin P. Burks, 
general counsel of 
Norfolk & Western 
Railway Co., has 
been elected a di- 
rector of Shenan- 
doah. 

Mr. Clement, a 
CLU, started with 
Shenandoah as 
manager at Roa- 
noke. He will con- 
tinue in charge of ordinary agencies. 





G. Frank Clement 


Quincy Agents Told 
Functions Of NALU 


One of the purposes of NALU is 
to oppose legislation unfavorable to the 
business and to present legislation that 
would improve the status of the agent, 
Gerhard C. Krueger, president Illinois 
Assn. of Life Underwriters, told the 
January meeting of Quincy (IIll.) Life 
Underwriters Assn. 

Mr. Krueger said the association 
gives public schools educational mate- 
rial regarding the business, and that 
local associations are being urged to 
support various public service pro- 
grams, such as Mental Health, United 
Fund, Civil Defense, etc. 

Through the work of the national 
association, it also has been possible 
for the agent to better himself through 
study programs and information sent 
out concerning taxes and estate plan- 
ning, he said. 

William M. McCleery, Equitable So- 
ciety, presided at the meeting. Dr. M. 
Brown, director Adams County Men- 
tal Health Center, spoke briefly, and 
Russell Lahl, New York Life, stated 
that the Quincy association would 
continue its advertising program in 
the local press. 

Central Michigan A&H Underwrit- 
ers Assn. and members of the state as- 
sociation’s board met at Lansing this 
week to hear Frank Balluff of Illinois 
Mutual L.&C. and Jacque Caldeway of 
New York Life describe the new A&S 
course sponsored by Life Underwriters 
Training Council. The course will run 
from Feb. 15 to May 12. 
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LIAMA‘s Committee 
Chairmen Appointed) ™: “ 


LIAMA’s 1960 committee chairmeiadmitted 
have been appointed by Raymond (Massachu 
Johnson, association president  ansuch lists 
vice-president in charge of marketinithat if a 
of New York Life. any insul 

The new chairmen and their comor not a) 
mittees are Charles G. Heitzebenadmitted 
Mutual Benefit Life, annual meetingitaken for 
Fritz G. Lindley, Pan-American Lif@the unau 
associate member companies; E. plies to | 
Frerichs, Security Mutual of Nebragithe Color 
ka, audit; A. E. Wall, Confederatigggroupings 
Life, Canadian, Adrien Bouvier, [Mers” or — 
Sauvegarde, Canadian subcommittéBritish 1 
for French translations, and C. cepted. F 
Metzger, Equitable Society, educatiginot appr 
and training. liability n 

Chairmen of the education angstatement 
training committee’s subcommittea@like amou 
are Roland J. Splittgerber, Loyal Pr The con 
tective Life, A&S training; Paul @partment 
Browne, Travelers, advanced  saleStates Lif 
G. C. Tompkins, Canada Life, agegcultural I 
training; Arnold Rothschild, Sun Lijgdent Reir 
of Maryland, combination companjReinsuran 
training; D. D. McLaughlin, NortiConfedera 
western National Life, managemegidated Ar 
training, ordinary companies, anConstellati 
Kenneth P. Dowd, Phoenix Mutugtion of Ne 
Life, training and communications aidgsurance, | 

Other chairmen appointed and thegFrench Un 
committees are M. F. Browne, Occgeste and — 
dental of Raleigh, membership; HargLife of W 
J. Shaffer, Acacia Mutual Life, nongLife of 1 
inating; Robert B. Hamor, ContinentgAmerica, ] 
Assurance, personal and property ingperial Lif 
surance; Raymond W. Simpkin, ComNew Yorl 
necticut Mutual Life, product angLititz Mut 
services; Elmer L. Nicholson, ConmLloyd’s, M 
necticut General, quality business, ang tual, Mutu 
W. Sheffield Owen, Life of GeorgigLife of Ca 
relations with universities. ican, New 
F.&M. Und 
American - 
ican of Ho 
Re of Bost 
Security 1] 
tional of T 
mark, Stan 
tional, Trai 
ion & Pher 
ance of Zi 











































More Chairmen Given 


Research advisory committee chai 
men named are Stanton G. Hale, M 
tual of New York, steering; H. P. Dick 
erson, Nationwide Life, technica 
Charles F. B. Richardson, Mutual 1 
New York, distribution cost; Rich 
N. Alt, New England Life, marke 
Kirtland J. Keve, National of Vermani 
selection, and H. Fred Monley, P 
dential, training and morale. 

Serving as chairmen of LIAM Colonia! 
committees which elect their chairme ce 
at spring conferences are William ¥ On Poli 
Cornett, Prudential, A&S; M. K. Ka Left Wilt! 
ny, Excelsior Life, agency manage 4 
ment conference; J. L. Beesley, Equit The direc 
able Society, agency officers rour; — ie 
table, and George B. Thompson df! 0 intere 
John Hancock, combination companies Nm The 

Named chairmen of joint commif Uds from 
tees with other associations are Pai the een 
Norton, New York Life, advisory cous" Certifice 
cil on life underwriter education aig S@tanteed 
training; Homer C. Chaney, New Eng pe com 
land Life, agency management trail Psa has bee 
ing advisory; Robert J. Taylor, Uniteg "Some ye: 
Benefit Life, bank premium paymeg. 4S a res 
plans; A. Rogers Maynard, Metropol a ent : 
tan, joint committee on careers for cig “Ve also | 
lege graduates, and Richard N. Lewig Nt rate 
Great National Life, Life Underwritg "ce. The 1 
Training Council. 

Appointed chairmen of LIAM 
board committees are Ben F. Hadlej Subcomr 
Columbus Mutual, ethical practice For Life , 
E. A. Frerichs, Security Mutual % Subcomm: 
Nebraska, finance; Glen J. Spallfvertisers As 
Metropolitan, ways and means, mittee hav. 
Rufus Fort Jr., National Life & Achare John j 



















dent, dues formula subcommittee. _ [life, progra 
— fardian Li 

T. R. Gamble, Gamble Enterpris dle 
and former Secretary of Treasury # ; 1 
ments; Henr 


sistant, has been renamed to the boa 
of Transamerica Corp. 
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Sets Up Non-Admitted 
Reinsurer Approved 
List In Colorado 


The Colorado department has estab- 
jshed a list of approved qualified non- 
admitted reinsurers. Only Illinois and 
Massachusetts heretofore have had 
such lists. The department order states 
hat if a company has ceded risks to 
any insurer not admitted in Colorado 
or not approved as a qualified non- 
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chairme 
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eitzebermadmitted reinsurer, no credit can be 
meetingitaken for reserves on risks ceded to 
can Lifathe unauthorized company. This ap- 
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ederatig 


plies to all such risks and not just 
the Colorado risks so ceded. Names of 
groupings such as “French Reinsur- 
ers’ or “Overseas Underwriters” or 
itts“British Reinsurers” will not be ac- 
Micepted. For risks ceded to reinsurers 
not approved by the department, 
liability must be set up in the annual 
anistatement and surplus decreased by a 
ym mittedlike amount. 

»yal Pr The companies approved by the de- 
Paul partment are: Alliance Assurance, All 
2d salelStates Life of Texas, American Agri- 
fe, agegcultural Mutual, American Indepen- 
Sun Ligdent Reinsurance, American Mutual 
companjReinsurance, Amicable Life of Texas, 
, NortliConfederation Life of Canada, Consol- 
nagemegidated American of South Carolina, 
ies, anmConstellation of New York, Constitu- 
~ Mutusittion of New York, Copenhagen Rein- 
ions aidgsurance, Dominion Life of Canada, 
and thegFrench Union of Paris, General of Tri- 
ne, Occgeste and Venice, George Washington 
ip; HarpLife of West Virginia, Great National 
fe, nompLife of Texas, Guarantee of North 
ntinentg America, Illinois Fire of Chicago, Im- 
erty ingperial Life of Canada, Jefferson of 
cin, ComNew York, La Paternelle of Paris, 
luct Lititz Mutual of Pennsylvania, London 
mn, CongLloyd’s, Michigan Life, Motorists Mu- 
ness, ang tual, Mutual Life of Canada, National 
Georgi Life of Canada, Newfoundland Amer- 
ican, New Rotterdam, New York 
F.&M. Underwriters, Nordisk Re, North 
American Life of Canada, Pan Amer- 
ican of Houston, Pilot Life, Plymouth 
Re of Boston, Rockford Life of Illinois, 
Security Mutual Life, Security Na- 
tional of Texas, Skandinavia of Den- 
mark, Standard of Oregon, Swiss Na- 


educatio 


ion 


ee chait 
fale, M 
P. Dick 
technica 


futual tional, Transatlantic Reinsurance, Un- 
Richa . z s : 
marke °2 & Phenix Espanol, Union Reinsur- 

Vv ance of Zurich and Urbaine Fire of 
ermott 5 

nef Paris. 

ey, 

us Colonial’s Interest Rate 

C. ne! 


illiam } On Policyholder Funds 
K. Key Left With Company Raised 


My to The directors of Colonial Life have 
. roa approved an increase to 34% in the 
pson Jt i960 interest rate on policyholders 
mpanie funds. The increased rate applies to 
com funds from ordinary policies left with 
are Pui the company under settlement options 
ry co or certificates of indebtedness. The 
‘tion ang Suaranteed rate for such funds under 
lew Eng Besent contracts is 2%%, but Colo- 
nt. traif nial has been paying the extra interest 
r. Unit for some years. 
paymet _As a result of Colonial’s favorable 
etropol investment experience, the directors 
s for cif "8ve also increased to 4% the dis- 
count rate on premiums paid in ad- 


N. Lewis 
Jerwrita "ance. The rate was 3%. 






















ae Subcommittee Heads Named 


practice For Life Ad Men‘s Annual 
utual § Subcommittee chairmen of Life Ad- 
Spal vertisers Assn.’s annual meeting com- 
ans, ab mittee have been appointed. They 
& Actate John M. K. Abbott, New York 
Life, program; John A. Buckley Jr., 
Guardian Life, promotion; William S. 
Weier, Prudential, and Irene Morgan, 
National Life of Vermont, arrange- 
ments; Henry Lloyd, Equitable Socie- 


tee. 


terpris4 
isury 4 
he boa 
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ty, registration; Richard A. Chatfield, 
Continental Assurance, exhibits, and 
Clay R. Alexander, Lamar Life, treas- 
urer. 

Henry E. Arnsdorf, Prudential, is 
chairman of the annual meeting com- 
mittee. The annual meeting will be 
held at the Essex House, New York, 
Sept. 21-23. 


James L. Slack, Bedford, O., won the 
1959 new agent performance award of 
American United Life. 


Ohio, Texas Lead NALU 
Building Fund Drive 
After First 3 Months 


The Ohio and Texas associations 
shared first place honors at the end of 
the first three months of NALU’s cur- 
rent campaign to raise $505,000 to pay 
for and equip its headquarters building 
in Washington, D.C. , 

In the period ended Dec. 31, Ohio 
added 43 charter builders and 152 
donors, and thus took first place in 


7 


cash and pledges turned in. Texas 
leads in the number of charter build- 
ers, almost 500, having added 68 dur- 
ing the three-month period. Charter 
builders are those members who con- 
tribute $100 or more to the building 
fund. 


Adams Of Wyoming Resigns 
Robert Adams, Wyoming insurance 
commissioner for the last 11 months, 
has resigned. Gilbert A. D. Hart has 
been named acting commissioner. 





clients. 


in 1956. 


Philosophy.” 


AMERICAN UNITED LIFE 





Charley knows Group. A Canadian by birth, he served 
as Navigator in the R.C.A.F. After World War II he came 
to the United States and helped organize the pension depart- 
ment for one well-known insurance company, served as 
Group supervisor, and later continued his specialty with a 
consultant firm . . . all before coming to American United 


Add to his background, the abilities of the rest of the 
American United Group team—plus the “Partnership 


INSURANCE COMPANY e 


ALL ORDINARY LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSIS-NON-CANCELABLE 
DISABILITY-GUARANTEED RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 





WHEN IT COMES TO GROUP... 
Chariey Macey ’s right at home! 


American United’s Charles Macey is a real Group man. At 
home, he and Mrs. Macey have seven fine children. At the 
office, he’s Group Secretary—a responsible, experienced 
American United executive. Charley is an important reason 
why American United’s Group Department has gained 
such an outstanding reputation among agents, brokers and 





Do you write Group Life Coverages ? Then American United, The 
Company with the “Partnership Philosophy," is for you! For 
action, contact Sherman M. Jenson, Vice President, Group, 
American United Life Insurance Company, Fall Creek Parkway at 
Meridian Street, Indianapolis 6, Indiana, WAlInut 3-7201. 





IFE 


And you get: Immediate action, exceptional service, and 


a thorough understanding of field Group problems. 


The Company with 
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Third Of Companies 
in LOMA Poll Limit 
Employe Air Travel 


About one-third of the companies 
. . participating in a recent Life Office 
~ Management Assn. survey—66 out of 
203 responding companies—restrict the 
number of their personnel who may 
travel on the same airplane. The sur- 
vey also shows that more than half of 
the companies polled have no _ set 
policy on the subject of air travel 
restrictions of this sort. About 14% 
reported policies specifically not re- 
stricting air travel of personnel. 
Restriction On Employes? 

Do any companies forbid outright 
air travel by employes? The survey 
did not ask this question directly. 
However, the first query of the survey 
asked it indirectly—‘Please describe 
any policy, written or unwritten, which 
restricts the number of company per- 
sonnel who (a) may travel together 
in the same plane, (b) may travel to- 





When is 
a Right 
a DUTY? 


Today everyone enjoys as 
his birthright, privileges 
which once were the 
possession of only a few. 
But his birthright also 
includes responsibilities with 
respect to the privileges 

he enjoys. 


Education is one of the 
privileges which carry re- 
sponsibilities. All of us have 
the responsibility, for 
example, of helping to 
ensure that every young 
person has the opportunity 
to complete his education, 
and of seeing that the quality 
pa of instruction at our schools 
and colleges is maintained 
at a high level. 





f Sun Life Assurance Company 

Fig of Canada is preparing, for 
free distribution, a series of 
booklets on educational 
matters of importance. 
These booklets, issued as a 
public service, discuss 
problems in which all of us 

» share responsibility. 

ont Inquiries about this series 

Re should be addressed to: 

$4 VALUES IN EDUCATION, 

SUN LIFE ASSURANCE 

COMPANY OF CANADA, 

he SUN LIFE BUILDING, 

‘ MONTREAL. 


Sun Life’s coast to coast 
ad program is 
nrrenth, featurin,: this 
FPTic T eaucat 





booklets. 





20% Stock Dividend 
For West Coast Life 


Directors of West Coast Life have 
declared a 20% stock dividend pay- 
able to stock of record Feb. 26, sub- 
ject to ratification at the Feb. 16 an- 
nual meeting. This action will increase 
capital from $2.5 million to $3 million 
through transfer of $500,000 from sur- 
plus and provide for 100,000 additional 
shares of $5 par. 





gether in other transportation facili- 
ties.” 

It can be assumed that if any com- 
pany’s policy specifically forbade air 
travel, it would have stated such policy 
when answering this portion of the 
questionnaire. No company did. 

Of the 66 companies that restrict air 
travel, 11 place a limit on the number 
of personnel who can travel in the 
same automobile. One company re- 
commends that when its employes are 
traveling together, not more than 10 
occupy the same railroad sleeping car. 


No Boat Travel Restrictions 

Travel by boat is apparently con- 
sidered the safest mode of transporta- 
tion, since no company has any re- 
strictions concerning travel over water. 

The survey also showed that more 
than half the companies with air travel 
restrictions specifically apply these 
rules to executives. One company out 
of 10 applies them to its chairman, 
president and others at the top level of 
management. One company out of five 
reports it limits air travel to “key” 
personnel. Slightly more than one- 
third apply restrictions to the air 
travel of agency and field personnel. 


One, Two To A Plane 


Survey results also indicated that at 
the top management level, the prevail- 
ing policies frequently limit travel on 
the same plane to one or not more then 
two executives. At the levels imm<di- 
ately below the top, policies appear to 
be more elastic—the number of staff 
permitted to fly together varies be- 
tween two and four per plane in most 
cases. 

About one-fourth, or 49. of the 
companies in the survey provice group 
travel policies to employes in addition 
to regular group life policies. In about 
half the companies providing travel 
insurance, coverage includes all per- 
sonnel; one-third provide it only to 
those employes who customarily travel 
on company business, and the re- 
mainder limit the coverage to officers 
and managers. 

A complete summary of the survey, 
“Travel Restrictions Affecting Com- 
pany Personnel,” is available on re- 
quest from the LOMA staff office, 110 
East 42nd Street, New York 17, N. Y. 





HeNATIONAL UNDERWRITER 


N. J. Legislature To 
Study Blues’ Rates 


TRENTON—A legislative study of 
Blue Cross-Blue Shield rates and ad- 
ministration appears certain in New 
Jersey, but exactly what form it will 
take is not as yet clear. The 1960 
session is only three weeks old, and so 
far the only definite action taken has 
been on a bipartisan resolution passed 
by the senate which creates a six- 
member commission to investigate the 
two organizations. 

Asked if he would comment on the 
resolution, Gov. Meyner said he felt 
such an inquiry should delve into 
physician fee schedules as well as 
hospital costs. At the same time, the 
governor said he still favors a full- 
scale study and revision of the state’s 
insurance laws and that he would ap- 
prove appropriation of $25,000 for the 
purpose if a proposed bill receives 
legislative approval. A nine-member 
commission was authorized last year 
to make such a study, but no funds for 
it were appropriated. 

There will be no rate increase or 
request for one by Hospital Service 
Plan of New Jercey (Blue Cross) dur- 
ing 1960, according to Carl K. Withers, 
president, who was refuting earlier 
newspaper reports that an _ increase 
would be “demanded” during the year. 


Southern Heritage Life 
Directors Vote To Merge 
With Fidelity Bankers 


The directors of Southern Heritage 
Life have voted to accept a proposal. of 
Fidelity Bankers Life to affiliate 
through an exchange of stock. Irwin 
Belk, president of Southern Heritage, 
said his company would receive a 
“substantial part” of Fidelity Bankers 
stock in exchange for 80% of Southern 
Hcritage stock. 

Headquarters of the two companies 
wll remain as at present—Southern 
Heritage in Charlotte, N. C., and 
Fidelity Bankers in Richmond. 

The merger proposal is subject to 
the approval of Fidelity Bankers di- 
rectors and cf the stockholders of both 
companies. 

Olympic National Honors Agents 

Top production awards for 1959 of 
Olympic National Life went to Earl 
Beerman and Eddie Brillantes, both of 
Seattle, for largest volume of sales and 
for largest premium volume, respec- 
tively, at the company’s sales conven- 
tion at Seattle. The 50 agents who 
attended the meeting were addressed 
by President J. A. Zimmerman and 
Robert Slattery, Seattle vocational 
instructor and sales analyst. 





News of John 
Hancock’s_ record 
1959 group sales of 
$903,605,177 is pre- 
sented in the form 


of a Christmas 
gift to Byron K. 
Elliott, president, 


second from right. 
Making the pres- 
entation are, from 
left, Arthur C. 
Rogers, 2nd vice- 
president; James 
W. Moriarty, di- 
rector of group 
sales and service; 
Mr. Elliott, and 
Philip H. Peters, 
v ice-president, 
group sales and 
service depart- 
ment. 
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fanding And Joint f's:- « 
jberalizati 
Committees For 196@%3::": 
WWiolicies, a 
American Life Convention and Liggfevision of 
Insurance Assn. have named _ tyenerally 1 
standing committees for their respeg Continue 
tive organizations and joint committe 28¢ 70, 
tees for the two associations. A gpolicyholde 
has also named a 12-man board gp full tim 
regents of its life officers investmeyregular pr 
seminar—a two-week study progragpi income 
in investment problems given annualprovision, | 
at Beloit College, Beloit, Wis. 65 for bot 
The joint committees provide a faimited to t 
rum which hears all opinions in the one-year 
life insurance industry and througgtial disabil. 
their cooperative efforts work for thgpeen remo 
welfare of all members companies jgpecomes a | 
behalf of the life insurance busineg Loss of i 
and the policyholders. ormerly c 
Committee chairmen—all top offgbeen made 
cials of their respective companiesjage 65. The 
follow: 0 old polic: 
ALC-LIAA JOINT COMMITTEES Added : 
Blanks: J. Price Murphy, Equitable Life ¢ lause, E wi 
Iowa; Economic Policy: O. Kelley Andersogtotal disabi 
New England Life; Group Insurance: Williafoyr month 
N. Seery, Travelers; Interpretation of Fede iod is e 
Tax Law: Henry F. Rood, Lincoln NationgP&!! _ 
Life; Legislative: Willis H. Satterthwaite, Peygany prem1u 
Mutual Life. he first for 
Also, Practice of Law: Frank P. Aschemeye; The pres 
General American Life; Premium Taxation b 
O. L. Frost Jr., Occidental Life of Californi has been mi 
Reexamination of Group Policy: Henry Under this 
Beers, Aetna Life; Social Security: John Hipoth eyes, 
Miller, Monarch Life; Valuation of Assety hands, -or b 
William Chodorcoff, Prudential; Withholdin, a 4 P 
and Information at Source: John F. Gleasopone foot is 
New York Life. Both th 
ALC STANDING COMMITTEES clause and 
A&H: H. Lewis Rietz, Great Southern Life j 
Actuarial: Meno T. Lake, Occidental Life q benefit ae 
California; Agents and Agencies: Frank all previou 
Barnes, Ohio State Life; Convent‘on Meetingg contracts. 
Paul C. Buford, Shenandoah Life; Compam 
Relations: William J. Rushton, Protective Life 
Coordination of Activities: Cecil Woods, Volun San Ant 
teer State Life. 


Also, Departmental Supervision: John Pan 
chuk, Federal L.&C.; Finance: R. J. Wetter More Tre 
lund, Washington National; Home Off'ce A The need 
rage roe oO. berm — Nation studies was 
: .; Insurance Regulation: James P. Swi . 
Southwestern Life; International Labor 0r kinson, man 
ganization: R. B. Richardson, Western Life General Lif 
Montana; Investment Problems: Victor B. Grfof San Ant 
ard, Commonwealth Life. j 
Medical Examinations: Dr. M. Henry Cli, a ’ 
ford, Union Central Life; Membership: Cec! or agent Ss; 
Woods, Volunteer State Life; Program: J. (fhas not imp 
Higdon, Business Men’s Assurance; Health hf yt to his 1 
surance Council: Dr. Clifton L. Reeder, Conti 
nental Assurance; Resolutions: Walter them entere 
Huehl, Indianapolis Life; Uniform Laws: orf direction of 
ville F. Grahame, Paul Revere Life. managers | 
Life Officers Investment Seminar Board ([ other than | 
Regents: Claris Adams, ALC executive vite That traini 
president; Sherwin C. Badger, New Englanif ' at trainin 
Life; P. S. Bower, Great-West Life; Frankiif its purpose, 
O. Briese, Minnesota Mutual Life; Carl Af still leaves 
Gode, Federal Life of Chicago; Otto Haaken ; : 
stad, Western States Life; J. C. Higdon, Bus} “struction. 
ness Men’s Assurance; Francis M. Hipp, Lib 
erty Life; Marshall D. Ketchum, professa 
of finance University of Chicago; Carleton | 
Lane, Union Mutual Life; Mearl F. Ryan, Olt 
Line Life; W. Allen Wallis, dean, school ¢ 
business, University of Chicago. 
LIAA STANDING COMMITTEES 
Auditing: L. H. McVity, Equitable Society} 
Budget: Orville E. Beal, Prudential; Coordine 
tion of Activities: John J. Magovern Jr., Mu: 
tual Benefit Life; Health Insurance Council: 
C. Manton Eddy, Connecticut General; Invest: 
ment Research: George T. Conklin Jr., Guard: 
an Life; Membership: Richard E. Pille, Secu 
ity Mutual Life; Nominating: Clarence J. Myet 
New York Life; Personnel: Dudley Dowel 
New York Life; Program: E. J. Faulknet 
Woodmen A.&L. 
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Dudley Dowell To Discuss 
Group Underwriting Status 


Dudley Dowell, chairman of the 
executive committee and executive 
vice-president of New York Life, wil 
speak Feb. 2 at the sales congress Of yi) be giv 
Life Underwriters Assn. of Los Al moderated b 
geles on the current controversy i Mutual, Ba: 
tween agents and companies on 8T0Ulite Ray) J 
underwriting. His speech will be em fia, Detrc 
titled “Parallax-Free Vision.” 
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State Mutual Adds 

3] iberalizations To Its 

ial oss Of Income Plans 


State Mutual Life has made several 
iberalizations in its portfolio of non- 
19 ancellable individual loss of income 
WViolicies, among which is a general 
and Ligevision of gross premium rates, with 
1ed = tyypenerally lower rates. 
respam™ Continuation of a modified benefit 
commiito age 70, for men only, as long as the 
1s. ATS policyholder is regularly employed on 
oard gp full time basis, has been made a 
restmemeeguiar provision of State Mutual loss 
prograsp! income contracts. Under the new 
annualgprovision, the benefit period after age 
6) for both sickness and accident is 
le a fapimited to two years, or to one year on 
; in thga one-year disability policy. The par- 
througittial disability benefit for accident has 
for thgpeen removed from the policies and 
anies jgbecomes a rider. 
busines Loss of income policies for women, 
ormerly continuable to age 60, have 
op offigoeen made guaranteed continuable to 
naniesjage 65. The privilege is also extended 
0 old policyholders. 
Added to the waiver of premium 
EES é : ; 
e Life gclause, which waives premiums for 
Andersofitotal disability continuing more than 
: Willia#four months, even after the indemnity 
* co period is ended, is the provision that 
aite, Peany premium due and paid for during 
he first four months will be refunded. 
Taxsil The presumptive disability benefit 
‘alifornjgas been made a contractual provision. 
Henry s#Under this clause, the loss of sight of 
John Hipoth eyes, the loss of use of both 
: it hands, -or both feet, or one hand and 




















chemeye 


oo one foot is considered total disability. 

Both the presumptive disability 
ES clause and the waiver of premium 
—— benefit are retroactive and apply to 
Prank jpall previously issued loss of income 


Meetingg contracts. 
Company 
tive Life 


s, VouuSqn Antonio Managers Told 


ohn PafMore Training Is Needed 


rel The need for specialized managerial 
Nation studies was examined by Ben P. At- 
en a kinson, manager at Austin of American 
n Life poeneral Life, at the January meeting 
r B. Gafof San Antonio Life Managers Club. 

| Despite all the educational courses 
veg on for agents, the turnover in manpower 
m: J. (phas not improved, he said. He pointed 
ealth hf out to his listeners that every one of 
"r, Cont'l them entered the business under the 
alter HE. - 
aws: opdirection of a manager. Few of the 
managers have specialized training 
Board “other than that provided by LIAMA. 
"ena That training is an excellent course for 
Frankl} iis purpose, Mr. Atkinson said, but it 
Carl Af still leaves room for more intensive 


Haaken-§ ; . 
on, Bub instruction. 


ipp, Lib ae 
fesse! ™ 
neta L Program For Mich. State 
‘choot  SQles Seminar Outlined 
Speakers have been lined up for 
Society) @ annual life insurance sales semi- 
Yoordin| Mar, Feb. 10-11, at Michigan State 
Jr., Mv} University, East Lansing. The seminar 
a is co-sponsored by Michigan Assn. of 
” Guard Life: Underwriters, Life Insurance 
e, Securf Leaders of Michigan, and the uni- 
aoa versity continuing education depart- 
Faulkne:} Ment. 
Oscar B. Olsen, Northwestern Mu- 
tual agent at New York, will kick-off 
the program Tuesday afternoon, de- 
1SS stibing a one interview sale pro- 
tatus| ming procedure. Banquet speaker 
will be Paul Bagwell, head of scholar- 
of the shins of Michigan State University 
coun ad former president of U.S. Junior 
fe, Chamber of Commerce. The evening 
pees will be given to a panel discussion 
10S moderated by E. Leon Harris, Midland 
rsy uy tutual, Bay City. Participants will 
1 a Earl J. Christy, Occidental of Cali- 
be ftnia, Detroit, and Mr. Olsen on pro- 
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graming; Franklin C. Comins, Mas- 
sachusetts Mutual, Flint, estate plan- 
ning and pension trusts, and John T. 
McMullen, Occidental of California, 
Detroit, mutual funds. 

The importance of learning about 
taxes for business sales on a do-it- 
yourself basis will be discussed 
Wednesday morning and afternoon by 
Paul E. Brown, assistant counsel of 
Bankers Life of Iowa. Florence E. 
Lorf, president of Life Insurance 
Leaders of Michigan, and Mr. Harris 
will be moderators for question and 
answer periods. 


Beneficial Standard To 
Donate Half Of Cancer 


Policy’s Premium 


Beneficial Standard Life has a $5,- 
000 cancer expense policy and the 
company is donating one-half of all 
premium income, after payments for 
medical care and expense, to officially 
approved cancer research. 

The policy, to be made available 
through agents and brokers, insures 
without limitations or deductibles full 
payments to the amount of $5,000 for 


9 


treatment of any form of cancer diag- 
nosed in terms recognized by the 
American Medical Assn. 

Semi-annual rates on the new policy 
are $8 for individuals through age 39, 
and $13 from age 40 to 58; on the fam- 
ily plan, $25.50 for all ages through 58. 


Midland Mutual Life agencies which 
led the 1959 manpower campaign in 
recruiting new agents and in pro- 
duction results were Van Elgort, Bev- 
erly Hills, Cal.; Gandelman, Trenton; 
and D’Alfonso, San Diego. 





Get more done, have more fun at CANADIAN PACIFIC hotels 
... located all across Canada. For information and reserva- 
tions write: Convention Traffic Department, Canadian 
Pacific Railway Company, Windsor Station, Montreal. 














THE ROYAL YORK, Toronto, Ontario. The largest and most 
luxurious hotel in Teronto. There’s a new 400-room wing, bring- 
ing the total to 1,600 rooms. And every one has radio and TV! 
Convention facilities include: the new Canadian Room accom- 
modating 2,200. Seating capacity 7,500 in public rooms. New 
lounges, dining rooms. Serving capacity of 10,000 at any one 
mealtime! Complete public address systems—35 and 16mm pro- 
jector equipment. 400-car garage with registration facilities, and 
connecting overpass to hotel. The Royal York is located in the 
heart of metropolitan Toronto—just one night away from key 
U.S. cities! Open year-round. 


ing rooms, sound projectors. Superb food, thoughtful service. For 
after-convention hours: snow sports, golf, sight-seeing, shopping 
on quaint, winding streets. In French we call it a succés fou! In 
any language: an unforgettable convention! Open year-round. 
DIGBY PINES, Digby, Nova Scotia. Unique fishing town inn. 175 
rooms, 31 cottages. Convention facilities. Golf, fishing, tennis, 
swimming. Superb seafood. Open June 15 to September 3. 
CORNWALLIS INN, Kentville, Nova Scotia. Set in the peaceful 
orchards of the lush Annapolis Valley. Facilities for 150, ideal 
for small gatherings. Fishing, golf nearby. Open year-round. 


LOOKING FOR A MEMORABLE CONVENTION SITE? LOOK TO 
CANADIAN PACIFIC HOTELS FOR THE FINEST FACILITIES! 


ALGONQUIN, St. Andrews-by-the-Sea, New Brunswick. Wonder- 
ful Old English atmosphere, fine food and service. Accommodates 
350. For after-meeting hours: golf, swimming, tennis, fishing, 
shuffleboard, sailing. Open June 23 to September 9. 


ROYAL ALEXANDRA, Winnipeg, Manitoba. 450 well-furnished 
rooms. Dining room, coffee shop. Selkirk Lounge. Many conven- 
tion facilities. Open year-round. 


THE SASKATCHEWAN, Regina, Sask. 270 rooms with radio, 
some with TV. Comfortable accommodations. Good food and 
service. Dining room, coffee shop. Open year-round. 


THE PALLISER, Calgary, Alberta. 487 rooms. Radio, TV avail- 
able. Dining room, coffee shop. Range Room, Penthouse Lounge. 
Centrally located. Open year-round. 





BANFF SPRINGS, Banff, Alberta. Baronial retreat mile-high in 
the Canadian Rockies. Spectacular view of snow-capped peaks, 
sunny mountain trails. 600 rooms, every convention facility. 
Cocktail lounges. For fun: swimming, shuffleboard, riding, golf, 
dancing. Scenic tours. Planned entertainment. Open May 20 to 
September 14. 


CHATEAU LAKE LOUISE, Lake Louise, Alberta. Just 40 miles 
west of Banff. A majestic mountain retreat and world-famous 
resort. Every window reflects the calm and might of ageless peaks. 
400 rooms. Adequate convention facilities. All Alpine sports. 
Boating, riding, swimming, dancing, concerts nightly. Open June 
13 to September 5. 





EMPRESS HOTEL, Victoria, B. C. Located on Vancouver Island, 
evergreen playspot of the Pacific Northwest Coast. 570 rooms. 
Meeting, exhibition, private dining rooms. Coronet Lounge. For 
relaxation: hunting, golf, riding, fishing, swimming in famous 
Crystal Gardens. Mild climate. Open year-round. 


Conadian Cacific 
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Lincoln National's 
Warshawsky Is 
Top Agent—Again 


For the fifth consecutive year, David 
Warshawsky, L. H. Feder & Associates, 
Cleveland, has 
been named agent 
of the year for 
Lincoln National 
Life. Runners-up 
were B. W. Teek- 
ell, W. W. Teekell 
agency, Shreve- 
port, second; and 
L. C. Mascotte, 
O’Rourke & Co., 
Fort Wayne, third. 
These honors were 
won in competition 
with the com- 
pany’s more than 2,500 agents. 

Mr. Warshawsky has never finished 
lower than second, having gained the 
runner-up position in 1953 and 1954, 
and the top spot in 1955, 1956, 1957, 
1958, the only other years he was 
eligible. 

In recognition of Mr. Warshawsky’s 
achievement, his name has again been 
engraved in the limestone lobby wall 
of the company’s home office. He will 
also be presented a hand-engrossed 
honor scroll and an engraved gold 
medal. Mr. Warshawsky has been a 
member of the Million Dollar Round 
Table for 18 consecutive years, is the 
author of many insurance articles, and 
has earned the National Quality Award 
10 times. 


David Warshawsky 


Il. Companies. Merge 


Jefferson Life of Chicago and In- 
come Indemnity of Rockford have 
merged into Commerce of Chicago to 
form a life and A&S insurer operating 
in Illinois only. 

Louis E. Caster, chairman and presi- 
dent of Income Indemnity, is president 
of Commerce. 

Commerce, before the merger, was 
a new company. Jefferson Life, an 
assessment fraternal, was organized in 
1906 and at the end of 1958 had assets 
of $38,000 and insurance in force of 
$198,000. Income Indemnity specialized 
in A&S, having $33,000 of earned 
premiums in 1958 on which there was 
an underwriting loss of $19,000. The 
company had a surplus of $3,000. 

Mr. Caster is president of the Rock- 
ford Blue Cross and Rockford Blue 
Shield. Kenneth K. Clark, senior vice- 
president and treasurer of Commerce, 
formerly was a director of Income 
Indemnity and is executive director of 
Illinois Hospital Service of Rockford. 
Ira Lipshutz, chairman of the execu- 
tive committee has for a number of 
years had a life agency in Chicago and 
is a member of the Million Dollar 
Round Table. Louis H. Wayne, vice- 
president and agency director, and 
R. J. Olsen, vice-president in charge 
of underwriting, have been with Mr. 
Lipshutz. 

The Illinois department has com- 
pleted an examination of Jefferson 
Life for the period July 1, 1955-June 
30, 1959, which shows the company at 
June 30, 1959, with a net surplus of 
$3,793. 

Comment is made that the company 
suffered a loss from operations in the 
past four years due in part to unduly 
high expenses and death claims in 
greater amounts because of the older 
age average of the non-tabular busi- 
ness. 

It is also commented that the ar- 
ticles of incorporation do not reflect 
the correct home office address; the 
directors and officers are not elected 
manner prescribed in the 


the 
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Urges Agents Combat 
Federal Moves In A&S 


Edwin H. Marshall, A&S secretary 
Life of North America, in an article 
in the Fieldman, the group’s publica- 
tion for producers, calls 1960 a year 
of peril for A&S business as a pri- 
vate enterprise. 

Congress, he says, inspired by the 
vote-getting appeal of social legislation 
in an election year and prodded by 
those who look to the federal govern- 
ment for the solution of all problems, 
will be contemplating legislation that 
could be the death of private A&S in- 
surance. 

The business is growing faster than 
ever—from $1 billion to $6 billion in 
10 years—yet it is faced with the pro- 
spect of a government intervention. 

The greatest threat Mr. Marshall 
sees is the Forand bill to provide gov- 
ernment insurance to cover the cost 
of hospital, nursing home and surgical 
treatment to persons receiving social 
security. 


Reference To Canada 


In Canada, before insurers could act, 
unexpected legislation caused the 
whole field of hospital insurance to 
become exclusively a government 
program. To assure that this doesn’t 
happen in the U. S., Mr. Marshall 
urged that all agents sell more A&S 
and that all insurers become political- 
ly effective. 

Insurers are spending large amounts 
of money to present their side of the 
picture through Health Insurance In- 
stitute, and they need the support of 
agents everywhere. Mr. Marshall 
urged agents to inform their congress- 
men and senators where they stand 
on this important issue. Agents should 
express themselves as individuals and 
through their agency associations. 

Efforts can be coordinated through 
local hospital and medical associations 
and the chamber of commerce which 
will welcome cooperation in the fight 
against encroachment on free enter- 
prise, Mr. Marshall advised. 


Great-West Branch Managers Meet 

Branch managers of Great-West 
Life, representing 65 branches 
throughout Canada and the U.S. met 
in Winnipeg last week. Discussions 
at the conference were under the di- 
rection of E. A. Palk, director of 
agencies. 





company’s by-laws; the company does 
not have a surety bond and is not in 
compliance with one of the department 
rules; the expense allocations are not 
properly reflected in the books and 
records, and the policyholders are 
not aware of the correct annual meet- 
ing date. 

In an attached memorandum, Di- 
rector Gerber says that the company 
moved its home office from Lawrence 
County to Cook County’ without 
amending the articles of incorporation 
or notifying the Illinois department. 
He mentions that the directors are be- 
ing elected in a manner contrary to 
the articles of incorporation and notes 
that the directors must be policyhold- 
ers. He states that the surplus is in- 
sufficient to permit the writing of 
A&S business and the company must 
cease writing this class until the sur- 
plus meets the statutory requirements. 

It is stated that subsequent to the 
date of examination a letter was re- 
ceived from the president of the com- 
pany, Philip Schaefer, stating that the 
objectionable matters have been cor- 
rected. 

New management took over the 
company on May 26, 1959. 


Institute Ad Campaign 
Briefs Public On Life 


The advantages of life insurance in 
a family financial program are the 
basis of a new advertising campaign 
begun late in January by Institute of 
Life Insurance and scheduled to con- 
tinue through May. 

The advertisements will appear in 
575 newspapers in the United States 
with a total circulation of more than 
46 million. 

Said Holgar J. Johnson, institute 
president, “There are several reasons 
for this major educational effort by 
the institute. For one thing, today 
more than ever before, millions of 
families need to know the full values 
of life insurance. Then, too, there is 
need for a strong campaign to back up 
the agent in his efforts to inform 
millions of new families about the 
benefits which only life insurance can 
provide.” 

The advantages, described by one of 
the advertisements as the “five faces 
of life insurance,” include peace of 
mind at the stroke of a pen; guaran- 
teed protection at any given time; 
guaranteed benefits during times of 
big expenses; experienced money man- 
agement and guaranteed income for 
retirement. 

The institute will continue to pub- 
lish occasional messages on the dan- 
gers of inflation and how newspaper 
readers can organize an anti-inflation 
prograin. 


Women In Dark On Trusts, 
San Antonio CLUs Hear 


Trusts as they relate to women was 
the subject appropriate to the annual 
Ladies Night of San Antonio chapter 
of CLU. Speaker of the evening, Ker- 
mit E. Hundley, vice-president and 
trust officer of Houston Bank & Trust, 
explained that two-thirds of the 
wealth is in the hands of women, but 
much of it is not used properly because 
many women prefer independent con- 
trol to income security. 

To many men and women, the 
nature of a trust is dark and myster- 
ious, Mr. Hundley said, and he at- 
tributed this to the lack of selling on 
the part of bank trust departments. 
Poor public relations by banks is 
responsible for widows being so unin- 
formed as to what the trust depart- 
ment does. 

He advised agents to take their 
clients to a trust officer first before 
consulting an attorney. He said six 
of the 10 trust officers of his bank 
were attorneys. 
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Republic National rge | 
Increases Non-Medical kop p 
Option To Purchase The Se 


Republic National Life is again iniee has ré 
creasing its non-medical limits anjependent 
further liberalizing its option to pujgyburban 
chase additional insurance. igh-profi 

Several years ago Republic increasgpenting 
non-medical limits to $25,000 on aggjymphre} 
0 through 35. Since then the companee’s sub¢ 
has experienced such favorable mojfribution | 
tality on this plan that it is now ingpat a pro 
creasing non-medical limits to $30,0jeed leas 
for its full-time representatives. by the pr 

In 1958 the insure-your-insurabilijjpake it 1 
plan was first introduced. At that timfbusiness n 
the offer was to purchase addition§n shoppit 
insurance from $5,000 to $10,000 at simerchand 
periods without evidence of insurathe artific 
bility. This provided a maximum @ The co! 
$60,000 additional insurance. mony at 

Effective Jan. 1, 1960 the option fhation’s 
purchase additional insurance ostly lif 
increased to $15,000 for each of the sifthe mone 
option dates, thus raising the manxifcenters, ir 
mum to $90,000. rent at le: 


ea porations- 
Equitable Of Ia. Ups Jorganizati 
6 To 25 Non-Medical Limit 


dit rating 

$1 millio. 

Equitable Life of Iowa has increasegsmall con 

the non-medical limit for ages 6 to 2fent credi 
inclusive, to $25,000. The previoygstated. 

maximum was $15,000. The su 

Limits at other ages are 0 to ‘merchand: 

$10,000; 26 to 30, $15,000; 31 to %Mover-expa 

$10,000, and 36 to 40, $5,000. require € 


_ quirement 
LIA Promotes C. K. Peters 


The con 
Charles K. Peters, assistant couns that the 
; z study the 
of Life Insurance Assn. since 195f shopping 
has been promoted to assistant gene _s 
ame . -Eresentative 
counsel. He joined LIA as adminis§,\. A 
; : tutions in 
trative assistant in 1953. 
._,, sthat may 
Mr. Peters came to the associatiog, . : 
: i x business it 
from the Philadelphia law firm ¢ Rerventic 
Swartz, Campbell & Henry, with who 
he was active in trial work involvi 


that the s 
: fj tensive re 
a number of insurance clients. ; 


expanding 
Business 

possible f 
lease. bonc 
*F companies 
how emp 
Administr: 
lending ag 


L. A. Agency Produces $89 Millio 

The Woods agency of Los Angele 
set a record for Massachusetts Mu' 
agencies, writing $89 million of ne 


business in 1959. The _ productio 
brought insurance in force to $4fj 
million. Individual recognition wa 
also achieved during the year with 
the election of General Agent Rober . 
L. Woods as president of America Detroit | 
Society of CLU, Edward Neisser # Form O 
president of California Assn. of Lift t 

Underwriters, conferment of six Cli} Detroit 
designations upon agents, and attain sentatives . 
ment of MDRT standing by fou} a" 


agents. officers: Jz 





F. A. Nicholson, 
agency superin- 
tendent of Manu- 
facturers Life, 
right, receives a 
tartan bound vol- 
ume _ containing 
good wishes from 
Manufactur- 
ers’ managers and 
agents on the oc- 
casion of his re- 
tirement after 32 
years with the 
company. Making 
the presentation is 
K. G. McNab, vice- 
president and chief 
agency officer. The 
letters contained 
in the book were 
sent to Mr. Nichol- 
son in “Nicholson 
month,” during 


which total sales exceeded $16.6 million, a record. 
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[rge Private Bonds On 
dical.ghop ping Center Leases 


e The Senate small business commit- 
again igfee has recognized the inability of in- 
mits angjependent retailers to rent space in 
n to pusyuburban shopping centers in many 
high-profit merchandising areas. Com- 
enting upon this difficulty, Sen. 


increase 
0 on agéjumphrey, chairman of the commit- 
compangee’s subcommittee on retailing, dis- 
ible mogfribution and fair trade practices, said 
; Now ingnat a program of government-guaran- 





to $30,0eed lease bonds, handled entirely 
es. by the private surety business, would 
surabilifimake it possible for the independent 
that timfbusiness man to obtain prime locations 
additionsjn shopping centers on the basis of his 


















000 at smerchandising ability rather than on 
f insuraithe artificial requirement of net worth. 
cimum @ The committee reported that testi- 


ony at hearings revealed that the 
nation’s large lending institutions, 
nce waimostly life companies, which put up 
of the si#the money to finance new shopping 
he maxiienters, insist that the local developer 
rent at least 70% of the space to cor- 
porations—national and regional chain 
Borganizations—which have AAA cre- 
. ., adit ratings based on a minimum of 
Limit $3; million net worth. Few, if any, 
increasa@small concerns can meet this string- 
‘Ss 6 to Yaent credit requirement, the report 
previoygstated. 

The subcommittee found that this 
0 to ‘merchandising field may have become 


option 























31 to 3#over-expanded and that lenders may 
require even more rigid credit re- 
quirements of potential tenants. 

ters The committee report recommended 

. a that the subcommittee continue to 


‘study the problem and confer with 
nee 19% shopping center developers and rep- 
it gene, resentatives of private lending insti- 
adminis tutions in order to explore solutions 
-_iA t may be worked out by private 
ssociatitg wsiness interests, without government 
2 firm intervention. It also recommended 
ith who i.at the subcommittee conduct an in- 
involv tensive review of the feasibility of 
expanding the authority of Small 
33. pbusiness Administration to make it 
) Millic possible for that agency to insure 
| Angell iease bonds written by private surety 
‘S Mutu ompanies in a manner similar to that 
1 Of NePnow employed by Federal Housing 
roductio# siministration which insures private 
a $40 lending agencies on construction loans. 
ear will 
it Rober! 


Detroit Group Men 


Americal 
i 4Form Organization 
. oO 


Detroit Group Insurance Repre- 
sentatives Assn. has been formed. 

Minert Thompson Jr., Mutual Bene- 
fit Life, was elected president. Other 
officers: Jack R. Coleman, John Han- 
cock, and Al Busch, Federal L.&C., 
vice-presidents; P. A. Cummins, Mich- 
igan Life, secretary, and Walter Mai- 
land, United Benefit Life, treasurer. 
| “Group Insurance Benefits Negoti- 
fated by the Steel Industry” was dis- 
cussed by Nathan H. Siegel, secretary 
[Detroit Steel Corp., at the first meet- 
ing, 

Fred McLaughlin, Great-West Life, 
ad Hoot Gibson, Connecticut Gen- 
tal, are directors. The group will 
meet every other month. 


a es Methods Described 


Sales methods employed by agents 
fe described by a panel at the Jan- 
meeting of Austin Life Under- 
rs Assn. Participants were Arthur 
Metropolitan; Donald Gray, 
western Life; Charles Caraway, 
American National; Stanley Lambert, 
Stithland Life; E. J. Winslett, Na- 
imal L.@&A.; and E. J. Davis, Great 
National Life. 
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B.M.A. Managers’ Assn. 
Meets At Kansas City 


Managers of 37 agencies of Business 
Men’s Assurance gathered at Kansas 
City for the annual meeting of the 
B.M.A. Managers’ Assn. New officers 
are William G. Chatham, Sacramento, 
president; O. E. Knutson, St. Cloud, 
Minn., vice-president, and G. R. O’La- 
verty, Bluffton, Ind. — secretary- 
treasurer. G. A. Diehl, Milwaukee, and 
O. K. Johnson, Omaha, are directors. 

Trophies went to leading agencies 
in their respective classes. These were 
Huie, Phoenix; Johnson, Houston, and 
O’Laverty, Bluffton. 

Guest speaker was Charles E. 
Gaines, director of the SMU Institute. 
Also appearing on the program were 
President J. C. Higdon, W. D. Grant, 
executive vice-president, and J. W. 
Sayler, vice-president of sales. R. M. 
Best, Columbus, O., presided over the 
managers’ workshop sessions. 

Great Northwest Life has released 
its new rate book and policy contracts 
based on the 1958 CSO mortality table 
in Washington, Oregon and Hawaii. 
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New officers and 
director of Busi- 
ness Men’s Assur- 
ance’s Managers 
Assn. elected at 
the annual meet- 
ing at Kansas City 
are, from left: G. 
R. O’Laverty, 
Bluffton, Ind., sec- 
retar y-treasur- 
er; G. A. Diehl, 
Milwaukee, a di- 
srector; O. E. Knut- 


son, St. Cloud, Minn., vice-president; and William G. Chatham, Sacramento, 


president. 





Guardian Alters Policy On 
Pre-Authorized Check Plan 


Guardian Life has _ instituted a 
change in its pre-authorized check 
plan. The change permits combining 
premium payments on as many as 10 
Guardian policies into one monthly 
check. Although premiums are paid 
monthly, rates are computed at one- 
sixth the semi-annual payment. 

Both life and A&S policies are in- 
cluded in the new procedure, as well 


SOARING SIXTIES—PART II 


The century is now 60 years of age, and much 


is expected of it in coming decade. 


National Life is one year younger. Otherwise, 


THE 


NATIONAL LIFE 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


as policies covering different insured, 
so long as payments are drawn against 
the same checking account. Thus, a 
father may include all Guardian poli- 
cies for members of his family in one 
account as could a business making 
premium payments for more than one 
partner, officer, stockholder or em- 
ploye. 

Royal American Life is being formed 
at Marion, Ind., to write all forms of 
life and A&S insurance. 
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do about providing better housing will wood, O., last August, which acti, 
be made sufficiently attractive to the was reported in a previous issue l Gl 
e e insurance companies so they’ll want Shortly afterward, Mr. Pfaff was the eg 
Editorial Comment to make such loan on their ects 1 Freee recent, anes 
that is the case the insuring public a i ‘ inc 
will fare better than if insurers make poisson ne wie: ie: he setinnne of ae ne 
Z i C-TV show It Could Be You. : 
= = 9 these investments as a sort of public _§ would no 
Public Atonement For Bigness: atonement for their “bigness,” which the optio: 
Gov. Rockefeller seems to be suggest- ly reflect 
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the talk that Gov. Rockefeller made at ourselves and for our children. FF nex 
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space available so close to the dead- stigmatized simply because they are ersona Ss ington National} ould be 
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terprise system which Americans re- 
vere has led it into ‘bigness,’ which 


to our population’s welfare is that of 
housing. Early last year, we were able 


condition was caught early and prom- 
ises to respond well to treatment, ac- 











forerunner companies. 
In 1926 he became vice-president 
and secretary of Washington National, 
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many Americans mistrust. The phe- to develop legislation which permits cording to Mr. Sutherland’s doctor. : f 2 
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separate set of problems. Insurance state in its program of limited-profit aymen - Seamley, general agen 22, US continued as Timance ci 
ag pana mser : “ : at San Antonio of Federal Security mittee chairman. Ina lett 
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ously increase the risk of insurance- 
induced suicide, so much so that it 
would not be possible to set a rate for 
the option rider that would adequate- 
ly reflect the added hazard. 

The department’s view is that while 
absence Of a suicide clause from a 
ysual newly issued policy would great- 
ly increase anti-selection because of 
the inducement to suicide, the risk 
would be trifling for insurance issued 
under the guaranteed insurability rid- 
er, because the option could be exer- 

cised for relatively limited amounts 
a only at certain specified times 


and for a period of 60 days at each 
option date. 
Held Two Hearings 

Technically, the department was 


holding two hearings, on a somewhat 
intertwined basis. In one, Mutual of 
New York, in cooperation with Life 
Insurance Assn. of America, was 
carrying the ball for a group of in- 
terested companies. In the _ other, 
Massachusetts Mutual was conducting 
a separate but allied case, through its 


Rhodes Claims 47% Of 
Old Line Stock Will 
Vote On His Side 


Ina letter to stockholders dated Jan. 
95, Mr: Rhodes has offered to buy 5,000 
shares of Old Line at $80. The letter 
says the Rhodes group now represents 
41% plus of Old Line stock and wants 
to have in excess of 50%. He offers to 
pay the transfer taxes in purchasing 
the first 5,000 shares deposited. He will 
also pay a fee of 75 cents if the stock 
is forwarded through or solicited by a 
dealer member of National Assn. of 
Securities Dealers. 

E. C. Rhodes, Aberdeen, S. D., in- 

vestor who is seeking a change in 
management of Old Line Life of Mil- 
waukee, in a letter to stockholders 
claims ownership or control of more 
thn 47% of the 100,000 outstanding 
shares and states his group expects to 
have “well over 50% in another week.” 
Mr. Rhodes has charged the officers 
and directors of Old Line with poor 
management practices and is seek- 
ing to oust the executive group and a 
majority of directors. He has proposed 
a slate for seven of the 15 seats on 
the board that will be up for election 
at the meeting of stockholders Feb. 18, 
aid has said he will call a special 
stockholders’ meeting later on to ob- 
tain a majority on the board unless 
some of the holdover directors resign 
ifhis slate is victorious. 
The record date for voting in the 
annual meeting is Feb. 5. Both Mr. 
Rhodes and the management group 
have been seeking shares by proxy 
solicitation, and Mr. Rhodes further 
isoffering to buy Old Line stock at $70. 
The latest letter from Mr. Rhodes 
said that in a poll of 16 of the com- 
pany’s 19 general agents, 15 favored 
achange in the board of directors. The 
16th did not reply. 


A. G. Caris Retires 


Dr. Albert G. Caris, statistician of 
the Ohio department, is retiring. Dr. 
Caris, 78, has been with the depart- 
Ment since 1942. He has been editor of 
the department’s newsletter, has been 
sponsible for administration of the 
Surplus lines law and has had super- 
Vision of the examination procedure 
Which includes preparation and edit- 
ing of the various manuals issued by 
the department. 
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(CONTINUED FROM PAGE 1) 
vice-president and general counsel, 
Rowland Long. By stipulation, much 
of the testimony was made applica- 
ble to both cases. 

The hearings last week and Jan. 5 
dealt with the reasonableness of the 
companies’ practice of making the sui- 
cide clause run from the inception of 
each new policy bought pursuant to 
the guaranteed insurability option. 
However, these hearings will have 
been superfluous if the companies are 
able to prove that as a matter of law 
they are doing nothing illegal and 
that the department lacks the admin- 
istrative power to modify the law by 
restricting the suicide clause to the 
base policy. 


Gans Case Is Precedent 


On the legal point, Mutual of New 
York’s case is known to rely in 
large measure on the precedent of 
Gans vs Aetna Life, 214 N. Y. 238 
326 (1915). In this case, the New York 
court of appeals, the state’s highest 
tribunal, upheld Aetna’s right to issue, 
in exchange for a five-year term pol- 
icy, another policy, which had a sui- 
cide clause running from the date of 
the new contract. 

The insured had committed suicide 
within the exclusion period and Aetna 
denied payment. The court of appeals 
opinion held that the new policy was 
an independent, complete and isolated 
contract, expressing no dependence on 
or connection with the term policy, 
and was not a restatement of the term 
policy. 


All Characteristics Differed 


The opinion pointed out that “the 
premium to be paid, and the rights, 
privileges, advantages and obligations 
of both parties under it are essentially 
and substantially different from those 
under the term policy. The contents of 
the policy do not disclose or suggest 
a reason why the plain meaning of 
the stipulations should be ignored or 
nullified.” 

The language of the Mutual Life 
guaranteed insurability rider is quite 
parallel: It provides that the new 





International Life Reports 

Stockholders of International Life 
of Austin have received a report of 
the annual meeting in March and a fi- 
nancial statement as of Sept. 30. John 
D. MacArthur, president of Bankers 
Life & Casualty, is chairman of Inter- 
national Life, and the president is 
James E. Dunne II. 

The report attributes a large part of 
the present successful operations of 
International Life to Mr. MacArthur, 
observing: “His great knowledge of 
the insurance business, accompanied 
by his good old-fashioned down-to- 
earth business practices, enables the 
staff in the home office of Internation- 
al Life to continually do a_ better 
job...” 

Comment is made also on the fi- 
nancial argument with the previous 
management ended by an agreement 
under which the former owners paid 
$75,000 in full settlement and the pur- 
chasers, Cumberland Associates, put 
up another $75,000, all of which was 
added to surplus. 

Cumberland Associates bought In- 
ternational Life in 1957. 

As of Oct. 31, 1959, International 
Life had $12.3 million in force. 


W. D. Blaydes, Dallas, has been 
named man of the year for 1959 by 
Great National Life. 


lege! Battle Looms Over Suicide Ban in Policy Bought Via Option 


policy may be on any individual level 
premium life or endowment plan— 
though not term insurance—being reg- 
ularly issued by the company on the 
option date of its purchase. 


Future Premium Rate To Apply 


Also, in the Gans case, the under- 
lying term policy provided that the 
premium for the new policy would be 
the one applicable to the new contract 
at the age attained by the applicant 
at the time of issuance of the new 
policy, while in the Mutual Life insur- 
ability option the new premium is to 
be based on premium rates current 
on its effective date for the policy at 
the insured’s attained age at nearest 
birthday at the time the new contract 
is issued. 

In the Gans case, as in the Mutual 
Life insurability rider, the new pol- 
icy is to be issued without evidence of 
insurability but this is the only con- 
cession. In other respects the new poli- 
cy is identical with those issued io 
other buyers. 

For these reasons, the Gans case is 
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relied upon as proof that a life com- 
pany has the legal right to sell a pol- 
icy with an option that provides only 
the right to buy a new policy without 
evidence of insurability but that has 
the same suicide clauses as the policy 
would contain if bought without ref- 
erence to a guaranteed insurability 
option. 

The reaching of a decision on the 
right of companies to apply the suicide 
clause to contracts bought under the 
guaranteed insurability option is 
hampered by the fact that the option 
is of such recent origin that there are 
no court cases dealing with either the 
suicide or incontestable clauses. 


Gans Reasoning Followed 


There are a few cases in other 
jurisdictions, however, that support 
the companies’ contention and appear 
to follow the same reasoning as the 
New York court of appeals did in the 
Gans case. All of these deal with the 
right of conversion contained in a 
group life policy. In one of them, the 
court took notice of the fact that the 
new policy was issued on a contract 
that the insurer had not started issuing 
at the time the base policy went into 
effect. 





reason. 


Hartford. 
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Changes In The Field 


Life & Casualty 

J. K. Jones has been promoted from 
staff manager at Winston-Salem to 
district manager of a new agency at 
Hickory, N. C.; J. T. Causby is ad- 
vanced from district sales director to 
district manager at Winston-Salem, 
and J. E. Donnell, staff manager at 
Los Angeles, becomes district man- 
ager at San Gabriel. 


North American L. & C. 


Thomas W. O’Reilly has been ap- 
pointed manager of the Milwaukee 
branch. Mr. O’Reilly has been active 
in insurance sales for the past two 
years and was formerly district sales 
manager for Morton Frozen Foods. 


Occidental Of California 


Patrick M. Doran has been promoted 
from associate regional group manager 
to regional group manager at Los 
Angeles to succeed the late Lester van 
Swearingen. With the company since 
1949, he has served at Denver, Salt 
Lake City and Chicago. 

Arthur I. Combs has been appointed 
acting regional group manager at San 
Francisco. He has been with the com- 
pany since 1937 and with the San 
Francisco group office since 1951. 

Robert P. Ploughe and Alan G. Cohn 
have been promoted to associate group 
managers at Los Angeles. Mr. Ploughe 
joined Occidental in 1951 and has been 
in group sales and service at the home 
office, Fresno, San Diego, Phoenix and 
Los Angeles. Mr. Cohn has been in 
group sales with Occidental since 1955. 

Eric C. Stelter has been promoted 
to group sales representative in charge 
of the Salt Lake City office. He has 
been with the company for one year. 

V. Otis Vermillion has been ap- 


pointed group sales representative at 
Kansas City and Donald E. Glick, 
group service representative, has been 
transferred from Cleveland to Los 
Angeles. 

Earl H. Harper has been appointed 
assistant brokerage manager at At- 
lanta. He has been with Phoenix 
Mutual at Atlanta since 1958. 

William M. Richards, formerly 
with John Hancock at Boston for 10 
years, has joined Occidental as assist- 
ant brokerage manager at San Fran- 
cisco. 


United States Life 


James E. Bren- 
nan has been ap- 


pointed general 
agent at Wauke- 
gan, Ill. He has 


been with New 
England Life at 
Chicago and with 
Equitable Society. 





James E. Brennan 


Home Life Of New York 


Named district group managers are 
Henshel L. Boothman at Houston, 
where he has been district group agent 
since 1955; Glenn N. Bower at Atlanta, 
who has been district group . agent 
there and at Richmond, and Bernard 
F. Smith at Baltimore, where he has 
been ¢istrict group agent since 1953. 


United Benefit Life 


B. W. Chambers, general agent at 
Huntington, W.Va., has retired. He will 
be succeeded by Kenneth Moore, gen- 
eral agent at Roswell, N.M., who in 
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turn will relinquish his office and ter- 
ritory to R.C. Davidson, general agent 
at Albuquerque. 

Mr. Chambers began with the com- 
pany in 1928 and has been general 
agent at Huntington for 30 years. Mr. 
Moore went with United Benefit in 
1946 and has headed the Roswell agen- 
cy since 1951. Mr. Davidson, with the 
company since 1937, became general 
agent at Albuquerque in 1951. 


Mutual Trust Life 


Gerald B. Dewey has been appointed 
regional manager for the east coast 
area. Mr. Dewey has been with Mutual 
Trust since 1958 as a field supervisor. 

Jule J. Roseman has been appointed 
brokerage manager of the Bergen 
agency at New York. He has been with 
Prudential and Continental Assurance. 
He is a CLU. 


North American Life, A&H 


Gerald A. Bianchi has been ap- 
pointed general agent at Freeport, Tex. 
He previously has been with Lafayette 
Life and Northwestern National. 


American Life Of New York 


Appoirted life superintendents are 
Ross Cutler, Buffalo, who has been 
with National Life of Vermont; Joseph 
Daugherty, Des Moines, formerly with 
Bankers Life of Iowa; Robert C. Herk- 
lots, Providence, formerly with Travel- 
ers, and John P. Truesdell, New York, 
who has been with New York Life. 


Old Republic Life 


Edgar A.. Kudlich has been ap- 
pointed general agent at Honolulu. 
Mr. Kudlich has been with Hardware 
Mutual Casualty and Home of Hawaii 
and formed his own agency in 1954. 


Columbian National Life 


Charles L. Gaskill has been ap- 
pointed regional director of sales at 
New York. He has been with Travelers 





























BUILD A SECURE FUTURE WITH... 
YOUR OWN AGENCY 


Built on the strong foundation of Central Standard Life’s 
new Career Contract that offers you: 


Completely vested Renewals for the 
premium paying period of the policy 
Substantial Override for general agents 


Accident and Sickness Plans— 
‘your partner for Life” 
High Value Low Premium Life Plans 


Top First Year Commissions 


“The secret of success is Constancy to Purpose”’ 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 
“new approach” agent’s kit. Get full details by 
contacting your local Central Standard General 
Agent or: John M. Laflin, Vice President and 
Agency Director. 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 

* liberal underwriting 
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In Force: $357,405 ,420 
Assets: $107,284 ,880 
Surplus: $14,591,874 
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New York and as instructor at th 
home office school for agents. Sin 
1956 he has been responsible for pr 
duction in Rhode Island. He is a q 
founder and past president of Rhog 
Island A&H Underwriters Assn. 


as supervisor and assistant manager 2 
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American United Life 

Dale E. Oster 
ling, LaGrang 
Ill.; Francis y 
Fleming, Pitt 
burgh and Walte 
J. Chacker, Phi 
delphia, have bee 






managers. 

Mr. 
formerly was gy 
pervisor 10 year 
with Fidelity My 
tual Life. M! 
Fleming has beg 
in the business 12 years, most recent 
with Franklin Life. Mr. Chacker ha 
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W. J. Chacker 


F. X. Fleming 





been with Equitable Society, Sun Lif 
of America and Midland Mutual. 


Great National Life 
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James Maloney has been name 
manager of a new agency in Bea 
mont, Tex. The agency is the third to 
be opened by the company within the 
past four months. Mr. Maloney is 3 
LUTC graduate. 


Jefferson National 
David A. Reeves has been nai 
Indiana regional superintendent. He 
joined the company in 1946 and ha 
been a general agent at Indianapolis 
since 1948. 


GOVERNMENT PERSONNEL MU- 
TUAL LIFE has appointed five gen- 
eral agents: Harold Fuller for South 
Carolina; Alvaro J. Hunter for central 
Florida; Kenneth Morrow for the 
Pacific northwest; C. H. Sorrels Jr. for 
the Gulf coast, and H. S. Haines Ill 
for southern California. 


UNION LIFE of Little Rock has ap- 
pointed Alfred F. Stevens general 
agent for Arkansas. With the company 
14 years, he was agency vice-presiden! 
of the combination division for five 
years. 


PATRIOT LIFE has appointed Pau 
A. Beluche general agent in the Bronx 
He has been general agent of Old 
Republic Life. 





Kentucky Insurers Honor 


Thurman On Retirement 


Cad P. Thurman, retiring Kentuck) 
commissioner, was honored by Ken- 
tucky Assn. of Life Insurance Com- 
panies in recognition of his outstand- 
ing leadership as head of the Ken- 
tucky department. 

John T. Acree, president of Lincolt 
Income Life, presented a desk set ti 
Mr. Thurman in a ceremony at the 
department’s offices at Louisville 
Presidents of three other Louisvill 
insurers witnessed the presentation. 





Walter C. \ 


tary of tk 
been tran 
ment in t 
George 
superviso} 
group sux 
terson. 


Sout 


John D 
sales of A 
Southwes' 
fore going 
1952, he wv 


M 


John H 
pointed e: 
the comp: 
in 1950 a 
urer since 


Uni 


Raymon 
pointed c 
the under 


Del Arr 
assistant ° 
joined the 
been regic 
(ago since 

Dr. Rob 
Moted to 
Since joini 
















ry 30, 1g 


manager ;) 


tor 
ents. Sin 
le for pro 
le is a q@% 


| Of Rhog 


ssn. 


Life 


» Pig 


nd Walte 
ker, Philag ! 


have bee 
cd ageng 
"S 


7 Was sy 

10 yea 
lelity My 
sife. M 

has _ bee 
st recently 
acker ha 


Fleming 


Sun Life 
ual. 


fe 


at th 


E. Oster 
LaGrangg 
rancis YX 


| Osterlin F 


Janua:y 30, 1960 


Travelers 


James G. Bat- 
terson, regional 
group supervisor 
since 1952, and As- 
sistant Secretaries 
Frederic C. Kra- 
pels, Stuart A. Ma- 
her, and Sherwood 
J. Robb have been 
named secretaries 
in the group de- 
partment. 

Walter C. Wad- 
dell, assistant sec- 
retary since 1951, 
becomes secretary in the methods and 
planning department. 

Leon J. Kagey and Alden R. Richard- 
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Jomes G. Batterson 


sessing 





Sherwood J. Robb 





Frederic C. Krapels 


son, both branch office supervisors 
since 1955, have been made assistant 
secretaries. 

Archibald W. Baird, assistant secre- 
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Stuart A. Maher 


Walter C. Waddell 


tary of the personnel department, has 
been transferred to the group depart- 
ment in the same capacity. 

George W. Cheney Jr., district group 
supervisor, has been appointed regional 
group supervisor to succeed Mr. Bat- 
terson. 


Southwestern Indemnity 


John D. Saint Jr., director of A&S 
sales of American General, has joined 
Southwestern Indemnity & Life. Be- 
fore going with American General in 
1952, he was with Provident L.&A. 


Mutual Of Canada 


John H. Panabaker has been ap- 
pointed executive assistant. He joined 
the company in the bond department 
in 1950 and has been assistant treas- 
urer since 1954. 


United Life & Accident 


Raymond C. Pagley has been ap- 
pointed chief underwriter. He joined 
the underwriting department in 1957. 


Republic National 


Del Arneson has been promoted to 
assistant vice-president of group. He 
joined the company in 1953 and has 
been regional group manager at Chi- 
(ago since 1954. 

Dr. Robert T.E. Bishop has been pro- 
moted to assistant medical director. 





Since joining Republic National in 1958, 
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Home Office Changes 


Dr. Bishop has been in the company’s 
medical and underwriting division. He 
has also helped develop the company’s 
medical program for home office per- 
sonnel. 


Home Life Of New York 


Actuaries advanced to 2nd _ vice- 
president and actuary are William Al- 
lan and Guy W. Pickering. Mr. Allan 
is responsible for the administrative 
phases of the actuarial department and 
Mr. Pickering heads the new product 
development division. 


Bankers Security Life 


Elected directors are Charles N. 
Bellm, president and director of Atlas 
Plywood Corp., and Philip A. Mac- 
Sween, president and director of 
American Installment Credit Corp. 


Nationwide Life 


Thomas W. Fowler has joined the 
company as associate group actuary 
for special risks. He has been actuary 
for the New York department for two 
years and before that was with North- 
western Mutual. 


Lutheran Brotherhood 


Ernest J. Holman has been ap- 
pointed assistant to the president. He 
will continue in charge of advertising 
and public relations. 


Lafayette Life 


Max V. Goken, agency vice-presi- 
dent, has been elected president. He 
will succeed Jacob W. Link, who will 
retire Feb. 1 after 46 years with the 
company. Mr. Link will remain on the 
board. 


New York Life 


C. W. Shepherd has been appointed 
a public relations associate in the spe- 
cial projects section. He has been with 
the committee on public affairs of 
American Petroleum Institute. 


California Life 


William H. Fis- 
sell has been 
placed in charge 
of agencies and it 
is anticipated that 
the directors will 
elect him agency 
vice-president at 
their next meeting. 
The position would 
be a newly created 
one for the com- 
pany, which is 
now expanding its 
ordinary life busi- 
ness. Mr. Fissell 
has been with Colonial Life as super- 
intendent of agencies and was for 
eight years assistant superintendent 
of agencies for Security Mutual Life. 
He began in life insurance in New 
York City in 1933. He is a CLU and 
has contributed articles to life insur- 
ance journals on pensions, business in- 
surance and tax problems. 


WESTERN AMERICAN LIFE—Lu- 
ther J. Heilman, Sandia Corp., has 
been named a director. 


LONDON LIFE of Canada has pro- 
moted W. B. Rowe, executive assist- 
ant of mortgage investments, to as- 
sociate mortgage executive; P. A. 
Alexander, assistant actuary, to as- 
sociate group actuary; G. L. Corneil, 
securities manager, to assistant se- 





W. H. Fissell 


curities executive; Orville Eadie, per- 
sonnel and planning manager, to as- 
sistant personnel executive; J. A. 
Kemp, publications manager, to assist- 
ant publicity executive; and E. W. Ken- 
nedy, claims manager, to assistant 
claims executive. 


WISCONSIN LIFE _ stockholders 
have elected Paul A. Thuet a director. 
He is a member of the St. Paul law 
firm of Beaudoin, Thuet, Todd & Pav- 
lak and is a Minnesota state senator. 


LINCOLN LIBERTY LIFE—Ger- 
ald Burks has been named general 
agent at Luftin, Tex. He has been 
special representative at Victoria, Tex. 


BENEFIT ASSOCIATION OF 
RAILWAY EMPLOYEES has ap- 
pointed William R. Burns life actuary. 
He has been with Western & Southern 
Life and Great-West Life. 


FOREST LAWN LIFE has appointed 
Dale Fredrickson agency director. 


WESTERN CATHOLIC UNION— 
Frank B. Wensing, a member of the 
fraternal since 1930 and public rela- 
tions director since 1959, has been 
elected supreme president. He re- 
places Joseph B. Reichart, resigned. 
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The Substandard Risk— 
Hidden Profit Opportunity? 


Many life companies seem to shy away from 
substandard risks. Yet these risks can prove profitable, 
if they can be safely covered. And they are most 

likely to become valuable “good will ambassadors” 
for the company that insures them. 


Because North American is in life reinsurance 

exclusively, we are constantly exposed to impaired risks 

in large numbers and wide degree. This fact has 

produced experience in substandard risk underwriting 
which can prove invaluable to the life company with a 
borderline case on its hands. North American’s position in 
evaluating substandard business is this strong— 

we will reinsure cases rated up to 500% on an automatic 
basis and cases rated up to 1000% on a facultative basis. 


Services of this caliber lead more and more 
life companies to reinsure with 


To find out more about our services, and 
what they might accomplish for your com- 
pany, just write for your free copy of our 
booklet, “Reinsurance Exclusively”. 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS 
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Corcoran Heads Merged 
Publications, Press, 
Ad Units At Equitable 


Equitable Society has merged its 
advertising and publications depart- 
ment with its press relations depart- 
ment. The combined organization will 
be headed by Charles R. Corcoran, 
vice-president, advertising and publi- 
cations. 


Follows Shope Retirement 


The move follows the retirement of 
Leslie R. Shope, manager of the pub- 
lic relations department. Mr. Shope 
has been with Equitable in the areas 
of public relations, advertising and 
press relations for 25 years. 

Mr. Corcoran joined the company 
in 1946 as director of sales promotion 
and was elected 2nd vice-president in 
1953 and vice-president in 1959. 

Prudential’s mortgage loan and real 
estate department staff, Chicago re- 
gional home office, held its annual 
meeting there Jan. 21-22. The meeting 
was attended by more than 80 mort- 
gage loan appraisers from Illinois and 
Indiana. 
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Agency's ‘59 Record Backs Psychiatry’s Value As Hiring Aid 


years ago, went over the $2 million 
mark. 

The 1959 accomplishment was a 25% 
increase over 1958 and more than 
tripled the production the agency had 
when Mr. Drimal took over. 


Went From Sixth Place To Fourth 


But perhaps the most impressive 
tribute to the agency’s method of op- 
erating is that it moved from sixth 


place in sales among Penn Mutual 
agencies in 1958 to fourth place in 
1959. 


In a major-league company having 
a general agency force of the caliber 
of Penn Mutual’s, even a one-place 
rise so near the head of the list would 
be no small accomplishment. A two- 
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place jump into the fourth ranking 
position is an achievement that needs 
no adjectives to embellish it. The 
agency, incidentally, was in 10th place 
when Mr. Drimal became general 
agent. 

How did it happen that Mr. Drimal 
turned to psychiatry as a selection aid 
when he became general agent seven 
years ago? He has long had many 
friends and clients in the medical 
profession. Among them was Dr. Ger- 
ald F. Perry, a psychiatrist. Mr. Dri- 
mal told Dr. Perry about the high rate 
of failure among recruits in the life 
business generally, running as high 
as 80% in the first year in many 
agencies. 

Dr. Perry pointed out to him that 
success in any line of work often de- 
pends on whether the _ individual’s 
personality is suited to the require- 
ments of the job. He commented 
that the LIAMA aptitude tests com- 
monly used make no claim to appraise 
the applicant’s personality. 


Written Tests Invite Dishonesty 


A basic difficulty with any pencil- 
and-paper test, Dr. Perry observed, is 
that questions it asks the applicant 
about himself will often elicit answers 
that are not honest. The applicant 
tends to give the answer he thinks is 
desired. Even if he answers candidly 
his replies need professional interpre- 
tation to be meaningful. Tests of this 
sort, said Dr. Perry, are useful in 
weeding out the most obviously un- 
qualified but cannot be expected to 
give a reliable prediction of success. 

The best approach, he _ believed, 
would be to make an evaluation of 
the personality of each applicant who 
had met all the other requirements 
and passed the usual screening tests. 
Normally, such an evaluation would 
be made by a psychiatrist only after 
many interviews. But because there 
would not be enough time to do it 
that way, an alternative method was 
decided upon. 


Psychological Tests Done First 


With this procedure, each applicant 
who has been screened by the usual 
methods and recommended by Mr. 
Drimal is given a battery of personali- 
ty tests by a psychologist, to bring 
out personality traits without the ap- 
plicant realizing what he is revealing 
or being able to cover up what might 
be important negative aspects. 

With the results of these personality 
tests before him, Dr. Perry is able to 
conduct a single interview with the 


applicant and make a_ personality 
evaluation that is satisfactory for 
selection purposes. 

During the interview Dr. Perry 


solicits the cooperation of the appli- 
cant by pointing out that it is import- 
ant to him to know whether his per- 
sonality is suited to the type of work 
he is contemplating, for if it is not, he 
would almost certainly be unhappy 
and unsuccessful. 

Since a person’s personality is in 
process of formation from birth on- 
ward and is influenced by his whole 
life to date, the interview includes 
a discussion, protected by professional 
confidence, of the individual’s exper- 
iences in connection with his family, 
school, college, and social and business 
activities. 


Can Cheat—But It Shows 


Admitting that the applicant may 
still try to mislead him, Dr. Perry 
feels that the individual will, never- 


theless, reveal the important outlines 
of his personality. Failure to respond 
or inconsistency in responses can be 
even more informative than direct an- 
swers. 

For example, one applicant was a 
lawyer who related a history of suc- 
cess as he had moved from New York 
to the west and back again. As Dr. 
Perry questioned him on his reasons 
for each change he had made and on 
his desire to enter a new field—life 
insurance selling—the applicant was 
unable to hold together his fabric of 
rationalizations as it became obvious 
that they were inconsistent with the 
facts. 


Real Personality Often Differs 


Even in many less extreme cases 
a different real personality is found 
behind the front that the applicant 
presents in his job hunting. 

After Dr. Perry has evaluated the 
applicant’s personality, he compares it 
with the personality patterns of a 
group of successful life agents that he 
uses as a norm. 

Recognizing at the start of this pro- 
gram that he would need a basis for 
comparison, Dr. Perry first conducted 
a study in which he put a group of 
half a dozen or so highly successful 
life agents through the same tests 
and interview procedure he proposed 
using with applicants. Although the 
successful agents differed from each 
other in many ways, they showed cer- 
tain characteristics that seemed es- 
sential to their success. Chief among 
these were: 


1. Intelligence. The mental alert- 
ness demanded of today’s life agents 
places an undue strain on anyone who 
lacks a reasonably high level of in- 
telligence. Anyone whose I.Q. is less 
than 115 is likely to fall by the way- 
side. 

2. Independence or aggressiveness. 
After initial training, the agent sched- 
ules his own time. He needs a strong 
capability for self-direction, rather 
than dependence on others. 

3. Lack of extreme emotional prob- 
lems. Although some problems can be 
turned to constructive purpose—e.g., 
hostility can be channeled into a drive 
for accomplishment—an individual is 
a very poor bet if he has deep emo- 
tional problems that he has not 
learned how to handle. The insecuri- 
ty and tension of selling tend to bring 
these difficulties to the surface. 

Experience with applicants subse- 
quently screened has made it possible 
to refine the pattern of desirable char- 
acteristics. For one thing, recruiting 
of some passive-natured men in the 
hope of helping them become more in- 
dependent was a failure. Now pas- 
sivity is a red flag that strongly warns 
against signing up the applicant. 


None Got Unqualified O.K. 


How well has Dr. Perry been able 
to call his shots? Thus far he has 
found no applicant whom he could un- 
qualifiedly endorse, but he has rec- 
ommended with some _ reservations 
about one-third of the applicants sent 
to him. All the applicants had, of 
course, been through the agency’s 
customary screening process, including 
the LIAMA aptitude index. 

During the seven years that Mr. 
Drimal has headed the agency, he has 
also recruited some agents without 
sending them to Dr. Perry and some 
in spite of an adverse report from 
him. 

Of the 21 recruits taken on with- 
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The question naturally arises, Is th; sarily fol 
a system which works only because , he pointec 
the special individual and joint abilfonomic 
ties of the Drimal-Perry team? With in 
could another agency head and a tinued ex) 
other psychiatrist do as well for so Shope of pi 
other agency? the questi 

Dr. Perry disclaims any  speciswill get it 
knack or technique. He believes the! commente 
other psychiatrists who understand thgif we don’ 
ggg traits related to succesfand that v 
in life insurance selling can duplicat 
his accomplishment. The Drimal aga oe 
cy is not the only one making use of More th 
his services. He interviews all thaployed pe 
candidates for one other agency an#$7,500 a y 
serves several more agencies on afi6% of © 
occasional basis. He looks for the sam@ this grou. 
traits in each applicant and the result that this ¢ 
are similar to those in the Drimajadequatel. 
agency. 


Only Potential Is Predicted 


Dr. Perry acknowledges that the 
agency’s management helps determine 
the agent’s success but he points out 
“We don’t predict success. We can bh 
more definite in picking the ones who 
will almost certainly fail. In the cas 
of the others, we can identify certain 
characteristics that have a_ potential 
for success, but the actual results wil 
depend on the individual, the agency 
and future events.” 

The cost of psychiatric appraisal is 
only a small fraction of the cost that 
would be incurred in _ financing 
training and supervising recruits vir- 
tually doomed to failure. Dr. Perry 
and Mr. Drimal believe that much 
can be done to minimize this waste 
of money and management effort by 
using psychiatric techniques as an aid 
to selection. 
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Mutual Benefit Life Sets 
1959 Net Yield For Group 
Pension Funds At 4.51% 


Mutual Benefit Life has announced 
that it will credit a net yield of 4.51% 
for the allocation of investment income 
to all group pension fund accounts on 
contracts issued in 1959. 

A spokesman for the company’s 
group division said that removal of the 
discriminatory federal income tax on 
insured pension plans, the higher yield 
from fixed income investments and an 
improved method of crediting invest- 
ment income for this class of business 
have made the crediting of such a rate 
possible. 


Service Guide « 
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1e life inheen greatly over-emphasized 
ained wit@,ver-advertised.” 
> who hay He cited the life business as an 
ye becomxample of an industry in which wages 
- Of thogave been increased substantially 
ve droppewhile being counteracted by the han- 
ding of larger units and automation, 
the charge to the buyer has actually 
peen reduced. Inflation does not neces- 
sarily follow an increase in wages, 
he pointed out. What is needed is more 
eonomic education for the masses. 
With increasing population and con- 
tinued expansion in the economy and 
hope of price stability, Mr. Reeder said 
the question is whether life insurance 
will get its share and on that score he 
commented: “We won’t get our share 
ifwe don’t go after all of our prospects, 
and that we haven’t been doing.” 


5% Earn $7,500 Or Less 


More than 75% of the gainfully em- 
ployed people in the U. S. earn the 
$7,500 a year or less, he said, but only 
%% of ordinary sales was made to 
this group, “so it becomes apparent 
that this enormous market is not being 
adequately covered by insurance sales- 
men.” 

“Why haven’t we been doing a 
better job for this potential for new 
business?”I think we and the insurance 
business have too many status seekers. 
We haven’t time to sell the people who 
need our product as much, if not more, 
than others do. We are quick to up- 
grade ourselves as salesmen. We spend 
too much time on the higher level 
earners. We try to think of ourselves 
as performing an essential public serv- 
ice, but the rank and file of the public 
we actually leave to their own de- 
vices.”” 
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Gives Company’s Experience 


Mr. Reeder illustrated his point dra- 
matically by recounting the experience 
of Continental Assurance in its own 
home office. About a year ago an 
employes insurance consultation serv- 
ice was set up when the management 
realized that while it had been work- 
inghard to get others to buy from the 
company, nothing had been done with 
the market potential among its own 
employes. The new consulting service, 
he reported, hasn’t had an idle mo- 
ment since it opened its door. Staffed 
by people trained for the job, it has 
consulted with many of the employes, 
all of whom acted on their own initia- 
tive. The results are that this service 
has been responsible for the sale of 
more than $4 million additional ordin- 
ay insurance—insurance that was 
purchased but not sold. 

The employes, Mr. Reeder said, have 
a liberal and adequate group and 
pension plan, “and still all they needed 
was an opportunity and information, 
not sales pressure.” 

The average Continental Assurance 
employe who has availed himself of 
this service has a salary in the $5,000 
fo $7,500 range; he has group and 
B Pension death benefits of just over 
$0,000, and he has purchased addi- 
tional insurance of approximately $8,- 
|{0 merely by having received infor- 
mation as to his present coverages, 
Iluding social security benefits, and 
Measuring them against his minimum 
Needs. 
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LIFE INSURANCE EDITION 


a lot of bets? Do you wonder why I 
have always argued that liberal 
amounts of group insurance and pen- 
sion plans need not reduce ordinary 
sales? Isn’t there a lesson here for 
many of us? We are one of the major 
writers of group and pension plans in 
the country. Aren’t we missing the 
boat for additional ordinary insurance 
in the people whom we are covering 
for group and pensions? Shouldn’t you 
as general agents offer an employer 
this financial consulting service for 
his employes? You will find it pays 
you well and it is truly appreciated by 
the employer as well as the employes. 
This business is ours and yours for the 
asking, but we are not honestly doing 
the job we should until we are reach- 
ing more and more of the salaried 
people in the $5,000 to $7,500 bracket.” 

Pointing out that ordinary life is a 
rewarding method of saving, a safe 
way to invest funds and that no in- 
vestor can improve upon the rate of 
return, Mr. Reeder said producers 
should equip themselves fully with 
such facts and arguments because they 
can be used to good advantage with an 
insurance buyer of any size. 


If More Life Hastness 
Is Desired, Sell A&S, 
San Antonio Agents Told 


Members of San Antonio Life Under- 
writers Assn., at their January meet- 
ing, were urged to sell an integrated 
insurance program of both life and 
A&S by Ralph Keller, American Gen- 
eral Life, Austin. An agent cannot sell 
life insurance alone and do a complete 
job, he said, adding that too many 
agents work on a “policy peddling” 
basis. 

Mr. Keller said many agents avoid 
A&S selling because they think of it 
as only headaches and heartaches. The 
heartaches become heartthrobs, he de- 
clared. An A&S sale often serves as an 
opener for life insurance purchases, 
and he cited a number of his own 
experiences to illustrate this. 

Because of his A&S volume, hardly 
a week goes by that he does not pay 
several claims to living insured. These 
payments build prestige for the agent 
and stimulate interest in life insur- 
ance, he pointed out. 


California Assns. Sponsor 
Practical Politics Study 


A series of pilot workshops on prac- 
tical politics is being co-sponsored by 
California Assn. of Insurance Agents 
and California Assn. of Life Under- 
writers. The project is based upon 
study courses available from the USS. 
Chamber of Commerce, and the first 
course is scheduled to be given soon in 
three unnamed California cities. 

Spokesinen for the two associations 
say the courses are expected to provide 
incentive for increased political activ- 
ity by members. If the pilot courses 
are successful, they will be extended 
to local associations. The course, to be 
conducted on a non-partisan basis, will 
run for nine weeks, with one 114-hour 
session each week. 

4% Advance Payment Discount 

West Coast Life has a new discount 
rate of 4% on premiums paid in ad- 
vance. The rate is effective on all ad- 
vance premiums paid during the cal- 
endar year 1960. 

C. Murray Jones, general agent at 
Pittsburgh of Franklin Life, led the 
company in sales in December with 
$981,452. 


Ohio National Has 
50th Anniversary 
Rate Book Ready 


(CONTINUED FROM PAGE 2) 
dividend illustrations based on the 
company’s substantially increased 1960 
dividend scale. 

The new whole life plan, called 
econolife, is paid-up at age 98. It is 
available in amounts of $10,000 or 
more with Ohio National’s regular 
quantity discount applicable to 
amounts of $25,000 or more. Cash 
surrender values reflect the generally 
higher than average size policy sold on 
the plan. Sample figures per $1,000 for 
$25,000 or more purchased at age 35: 
Guaranteed premium, $22.92; twenty 
year average net payment $17.78. 


Family Riders Extended 


Family benefit riders have been 
developed which will extend family 
benefit coverage to most policyholders, 
since the riders may be added to 
existing policies as well as issued with 
new policies on most plans of insur- 
ance. 

The family circle rider provides de- 
creasing term on the life of the wife 
until her husband’s age 60 plus level 
term insurance to age 23 on the lives 
of present and future children. 

The one parent family circle rider 
provides additional decreasing term 
on the life of the insured under the 
basic policy until age 60 plus the same 
children’s coverage as in the family 
circle rider. The one parent family 
circle rider has been especially de- 
signed for situations involving de- 
pendent children of widows, widowers, 
and families in which one parent is 
uninsurable. 


Anniuties Revised 


Annual and single premium retire- 
ment annuities have been revised to 
include all of the company’s regular 
settlement options which are now 
available either to the annuitant or to 
the beneficiary of a death claim. The 
annual premium to provide a specific 
amount of retirement income is ma- 
terially reduced. 

Non-par immediate annuity single 
premium rates are as follows: A single 
premium of $15,036 will buy $100 per 
month for life, non-refund for a male 
age 65, as compared with $15,907 form- 
erly. : 

Mortgage protection reducing term 
riders have been revised to provide, in 
combination with the basic policy, 


This is the Symbol 
of Success to a 
Fast-Growing Group 
of General Agents 


17 


coverage for a 7% mortgage, in view 
of present mortgage interest rates. 

The other subject of these nation- 
wide meetings was the introduction of 
Ohio National’s coordinated program- 
ing procedure, “Directed Dollars.” This 
“flexible, comprehensive and stream- 
lined” sales technique is expected to 
lead the way to record sales on the 
part of the field force, the company 
states. 


Desk-Size Electronic 
Computer Installed By 
Massachusetts Mutual 


Massachusetts Mutual has installed 
a Royal Precision LGP-30 electronic 
computer in its actuarial division. The 
desk-sized computer, acquired from 
the Royal McBee Corp. of Port Ches- 
ter, N.Y., is to be used in developing 
new plans of insurance, rate struc- 
tures and dividend schedules. 

The LGP-30 has a 4,096-word me- 
mory, operates on 110-volt house cur- 
rent and uses no more electricity than 
an electric steam iron. It is useful 
for work in life insurance mathematics, 
since it accepts instructions in cus- 
tomary terms and symbols and auto- 
matically translates them into ma- 
chine code. 

Acquisition and operation costs of 
the computer are modest compared 
with large-scale electronic equipment 
according to Massachusetts Mutual. 
It lends itself to actuaria! research 
work, because it saves skilled man 
hours required for desk calculator op- 
erations and yet does not involve the 
high costs of computations on large- 
scale electronic equipment. 

In one recent application at Mas- 
sachusetts Mutual, computations for 
a comparative study of pension rates 
were programmed and run on the 
computer in a total elapsed time of 
one hour. The same computations pre- 
viously would have kept an experi- 
enced mathematician busy for more 
than 40 hours. Massachusetts Mutual 
also estimates that with the aid of 
the computer, research for new insur- 
ance plans and rate structures can be 
completed from two to 10 times faster 
than with conventional desk-calcula- 
tors. 


Fort Collins (Colo.) Agents Elect 

Thomas Bassett, Franklin Life, has 
been elected president of Fort Collins 
(Colo.) Life Underwriters Assn. Other 
new officers are Donald Howard, Paul 
Revere Life, vice-president; Theodore 
Eller, Security Mutual, secretary, and 
R. Neil Benedict, New York Life, treas- 
urer. 
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30-45. 


in strict confidence. 


son Blvd., Chicago 4, Ill. 


HOME OFFICE AGENCY EXECUTIVE 


A leading midwest Life and A&S Company, writing on both an 
individual and Group basis, has opening for capable, experienced in- 
dividual to supervise General Agencies. 

A successful record as Agent and Supervisor is necessary. Selected 
individual must be capable of recruiting, supervising, and motivating 
General Agencies in Life and A&S. Your age range will be between 


In replying please indicate education, experience, age, past and 
present company affiliations, income and reasons for desiring change. 


Starting salary is in the five-figure bracket. Your reply will be held 


Address box M-6, c/o The National Underwriter Co., 175 W. Jack- 


N. Y. Department's Banquet Draws Crowé 


(CONTINUED FROM PAGE 1) 
supervision should be to afford the 
fullest possible protection to the pub- 
lic, with the least possible annoyance ers for both of these gentlemen a) 
or expense to, or interference with 


the companies.” 


Mr. Ecker said that when compa- 
nies find the department taking a 
contrary position on issues, it is surely 
not because the department opposes 
change. It may well be that the appro- 


priate channel in many _ cases 


through legislation rather than reg- 


ulation. 























Home Office 
REGIONAL SUPERINTENDENT 


Well established Life Company continu- 
ing rapid expansion program, now inter- 
viewing men capable of Recruiting and 
Supervising new agencies and developing 
present agencies. Opportunities in Michi- 
gan, Ohio and Illinois. Substantial salary 
based on qualifications, liberal overwrit- 
ing and expenses. Replies held in strict 
confidence. Send complete resume to Box 
M-10, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 





AGENCY FIELD SUPERVISOR 


Old established midwest company now in 
rapid expansion program offers unusual 
opportunity for man with experience in 
A & H and Life sales, capable of working on 
| recruiting of general agents and handling 
| field service calls with our established, 
| large-volume-producing agencies. Tre- 
| mendous opportunity for advancement in 
| our fast-growing operation. Prefer midwest 
experience and you must be free to travel. 
Good starting salary and expenses. Com- 
plete backing to help you achieve success. 
Give full background in confidential letter. 
Our associates are informed of this ad. 
| Write Box M-12, c/o The National Under- 
| writer Co., 175 W. Jackson Blvd., Chicago 
| 4, Illinois. 





GROUP SALES POSITION 


We are an Old Line Life Company affiliated 
with a nationally known industrial organization 
having thousands of employees. Contacts and 
prestige are unlimited. Man we need must be 
a salesman who understands service and ad- 
ministrative needs as well. If you feel your ex- 
perience and background qualifies you, write 
us giving complete resume, and present com- 
pensation. We will respect your confidence. Ad- 
dress: Agency Director. Box M-l6, c/o The 
National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 


ACTUARY 


Rapidly expanding Life company in California 
requires Fellow or Associate of Society of Actu- 
aries; minimum 5 years experience in Ordinary 
Life field. Group and Pension experience desira- 
ble. Attractive salary and excellent opportunity 
for growth on management level. Selected ap- 
plicants will be given expense-paid interview. 
Send complete resume, including detailed de- 
scription of experience. All replies held in 
strict confidence. Write Box M-I!, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, III. 








Life Insurance Agency 
Management Opportunity 


Substantial expanding Missouri Company has 
a real opportunity for qualified life insurance 
agency manager. Manager selected will set up 
a sales program in part of Missouri including 
recruiting, supervising and training. Opportunity 
for advancement to key regional sales execu- 
tive position. Guaranteed income plus bonus 
ond travel expense. Car required. No relocation 
if living near Kansas City. Our employees know 
of this ad. Send detailed personal history and 
business resume. Write Box L-99, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 





HOME OFFICE 
UNDERWRITER 


A well-known, top-ranking, 68 year old, Mid- 
western Life company has execptional oppor- 
tunity for an Assistant Home Office Underwriter. 
The company is presently handling $100 million 
of new business, annually. Qualified men will 
assist Chief Underwriter in expanding Under- 
writing Department to meet the ever increasing 
needs of the company's enlarged field force. 
Salary commensurate with experience. College 
degree preferred, but not necessary. If you feel 
that you can qualify for this unusual opportunity 
for advancement, write in confidence, giving 








MEMPHIS 


Exceptional opportunity waiting for qualified 
man who can take over well established life 
insurance agency in Memphis and expand it 
successfully. You'll be with @ large Eastern 
company with nationally recognized method 
of operation and effective agency-building 
aids. Our people in Memphis know about this 
ad. Write in strict confidence to Box M-13, c/o 

National Underwriter Co., 175 W. Jackson 

hicago 4, Illinois. 





comp y of your personal and business 
background. Write Box L-94, c/o The National 
— Co., 175 W. Jackson Blvd., Chicago 
4, ¥ 


CHICAGO AGENCY MANAGEMENT 
OPPORTUNITY 


Here's an excellent opportunity for a well 
qualified life insurance man to head up an 
established agency in Chicago—either cs 
Manager or General Agent. You'll be repre- 
senting a nationally known, two-billion-dollar 
Eastern company. Your one job will 
be agency-building . . . and you'll get direct 
Home Office help in recruiting, training and 
direction. Good starting salary or subsidy 
plan; high potential. Present agency person- 
nel know of this ad. Tell us about your ex- 
perience and background. Reply Box M-9, c/o 
The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, III. 











SALES OPPORTUNITY FOR 
MISSOURI LIFE AGENT 


Qualified life insurance agent living in Mis- 
souri who wanis to increase his income substan- 
tially and immediately on a guaranteed basis. 
A substantial expanding Mi: i Company has 
a real opportunity in Missouri for the right man. 
Can use regular prospecting plan as well as a 
special sales plan already developed for a list 
of prospects awaiting qualification. Looking for 
a married family man with at least two years 
full time life insurance selling experience. Need 
a_successful enthusiastic man who likes to sell 
life insurance and wants to increase his income. 
Opportunity for advancement to sales manage- 
meni position later. Our employees know of this 
ad. Send detailed personal history and business 
resume. Write Box M-!, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











WANTED 
LIFE INSURANCE COMPANY 
$15,000,000 available for purchase of life 


insurance companies. 

Life Insurance Development Corporation 
227 H Street, N.W. 
Washington, D. C. 

District 71-9191 








HOME OFFICE SUPERVISOR 
WHO CAN 


Develop and supervise Life and A&S Agencies, 
in Pennsylvania, Maryland and New Jersey. 
Write Box NY-25, c/o The National Underwriter 
Co., Adv. Dept., 17 John St., New York 38, N. Y. 








UNIQUE CHARTER COVERING LIFE, CASUALTY, 
AND TWENTY-FOUR OTHER VARIETIES INSUR- 
ANCE. YOUR OPPORTUNITY TO ENTER CANADA 
ONE OF, IF NOT THE BEST, LUCRATIVE FIELDS. 
REPLY BOX M-2, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 








HOME OFFICE 
LIFE UNDERWRITER 


Home Office Life Underwriter wanted who de- 
sires work in Los Angeles with a progressive life 
insurance organization operating nationally. Mini- 
mum of 4 years experience in underwriting re- 
quired. Outstanding employee and fringe bene- 
fits. Salary open. Send resume stating experience 
and background, as well as salary requirements, 
to Box M-4, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











WANTED: ACTUARY 

A Pennsylvania Fraternal Life insurance Society 
has excellent opportunity for a qualified, expe- 
rienced man in actuarial field. Society is now 
using consulting actuary and desires services of 
full time actuary with executive ability. Salary 
open. Correspondence confidential. Write giving 
history and experience to Box L-69, c/o The 
National Underwriter Co. 











PENNA. LIFE COMPANY 
NEWLY FORMED 


We are looking for an experienced man to help 
this new company ''get off the ground and start 
rolling’. Valuable stock options and a chance 
to grow if you are the right man. Reply Box 
NY-27, c/o The National Underwriter Co., Adv. 
Dept., 17 John St., New York 38, N. Y. 
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Public Representatives To 
Dominate Md. Blue Board 


Commissioner Sears of Marylan 
has approved amendments to the by. 
laws of Maryland Blue Cross which 
provide that a majority of its trustee 
be representatives of the general pub- 
lic. 

According to the department, al 
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Maryland plan is believed to be the 
first Blue Cross to permit domination 
of its board by subscribers. The new 
board will consist of 16 members rep- 
resentative of hospitals and medical} 
organizations and 17 subscriber rep- 
resentatives. 

The commissioner expressed his be- 
lief that a majority of the board shoul 
consist of laymen at a legislative hear- 
ing last September and the depart 
ment believes that the by-law chang 
was a direct result of his testimony. 


Says Underwriters Need 
Good Mental Attitude, Too 


A positive mental attitude was ad- 
vocated by Jack Olson, director of 
agencies of Combined of Chicago, at 
the January meeting of Illinois A&S 
Underwriters Forum. This philosophy 
must be adopted by not only agents 
but underwriters as well if they want 
to excel, he said. 

Mr. Olson urged his listeners to be- 
lieve in the axiom of hard work 
that the quantity of effort plus the 
quality of-effort plus mental attitude 
are equal to the compensation. 


Witten Leads Union Central 

Daniel M. Witten of the Judd C. 
Benson agency at Cincinnati of Union 
Central led the company in insurance 
written in 1959 with more than $2 
million. He has been with the Benson 
agency since 1946, and by 1957 ranked 
fourth in the company in sales and in 
1958 he was third. During each of the 
last three years he has sold more 
than $2 million. He is currently serving 
as president of the Cincinnati chapte! 
of CLU. 

Mr. Witten’s $2 million production 
resulted in more than $60,000 of an- 
nual premium, none on the bank loa 
plan. 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, January 26, 1960 
Bid Asked 





























































Aetna Life 83142 86 
Beneficial Standard  ........ese 15% 17 
Business Men’s Assurance 391% 42 
Cal.-Western States ....... 112 120 
Commonwealth Life .. 21% 2334 
Connecticut General ...... 372 390 
Continental Assurance . 152 162 
Franklin Life ................ 8012 8434 
Great Southern Life ...........0 80 85 
Gulf Life 20% 22% 
Jefferson Standard  .....ccees 98 10342 
Kansas City Life ......... 1420 1465 
Liberty National Life .... 60% 64 
Life & Casualty .... 21 2234 
Life of Virginia ..... 50% 54% 
Lincoln National Life 232 245 
National L. & A. ......... 115 122 
North American, IIl. 1534 17 
Nw. National Life 95 105 
Ohio State Life .. 330 365 
Old Line Life .......... 69 73 
Republic National Life . 9134 9712 
Southland Life .......... 93% 101 
Southwestern Life 543, 591% 
Travelers 8114 84%, 
United, Il. 4734 50% 
U. S. Life 38% 41% 
Washington National ..........0.. 5412 58% 
Wisconsin National Life ............ 3942 43% 





See Prepaid Dental Care 


As Next ‘Blue’ Plan In Mich. 


LANSING—A Blue Shield type of 
organization that provides prepaid 
dental service was forecast at the an- 
nual dental health conference of Mich- 
igan State Dental Assn. here. Dr. C. E. 
Rutledge, president California State 
Dental Service Corp., described the 
growing pressure from union labor 
which, he said, will virtually force 
formation of such service in Michigan 
by the dentists themselves if they are 
toavoid union-operated plans. 

Dr. Rutledge said that unions are 
looking at prepaid dental care as a 
fringe benefit they will demand in new 
contracts. In California the longshore- 
men already have forced such bene- 
fis in the contract, as have super- 
market employes. Dr. Rutledge pre- 
dicted general adoption of plans of this 
nature in union contracts in the com- 
ing decade. 

Thomas C. Payton, professional re- 
lations director of Michigan Medical 
Service (Blue Shield), advised that 
any dental plan adopted be modeled 
after Blue Shield 


Prudence Life Eeened 


An examination by the Illinois and 

Alabama departments of Prudence Life 
of Chicago for the period March 1, 
1954-Dec. 31, 1958, and dated Jan. 6, 
1960, notes that in 1956 and 1958 the 
company’s acquisition costs exceeded 
the limitations of the Illinois insur- 
ance code, the excess in 1958 being 
nearly 100%. It was also noted that 
the non-forfeiture benefits were not 
computed currently. 

Subsequent to the examination, the 
resident of Prudence Life, S. E. 
Kramer, assured the Illinois depart- 
nent by letter that these items would 
becorrected. 

The chairman of Prudence Life is 
George F. Barrett, a well-known poli- 
tial figure, whose late brother, Ro- 
bert, was director of insurance in II- 
linois a few years ago. 

The Illinois code limits the ac- 
quisition cost in the first year to 100% 
and to 10% for renewals in succeeding 
Years, In 1956, the company showed 
afirst year acquisition cost to first 
year premiums of 111.9% and in 1958 
this figure was 198.7%. The ratio of 
thewal expenses to renewal premi- 
lms in every year 1954-1958 inclusive 
Xteeded 10%. 
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“THOSE ARE THE PAPER HANDLERS THAT CAME 


WITH THE COMPUTER.” 





Pays Hospital In Blood, 


Seeks Money From Insurer 


MINNEAPOLIS—An unusual hospi- 
talization case involving Travelers is 
pending in Minneapolis municipal 
court and the decision may have na- 
tionwide repercussions. The point at 
issue is whether an insurance com- 
pany should pay for blood donated to a 
hospital by a member of a group in- 
sured for hospitalization. 

Vernon A. Scharber was a member 
of a blood bank in the factory where 
he worked. In July, 1959, his wife had 
an operation and was given two pints 
of blood from her husband’s blood 
bank. Under the group contract, all 
actual hospital costs are paid by Trav- 
elers. 

The charge for two pints of blood 
was $60 but the hospital preferred to 
have blood rather than money. So 
Scharber replaced the blood from his 
own bank. He claims that the $60 
charge for. the blood would have been 
paid by Travelers had he not given 
the blood. Therefore, he claims he was 
put in the position of providing the 
insurance company with blood and 
should be paid for it just as Travelers 
would have paid the hospital for the 
blood. 

Travelers contended it had paid the 
hospitalization bill and therefore had 
fulfilled its obligation to Scharber. 

Both sides were given 10 days to 
file briefs. 


Cleveland GAs Honor Leaders 

Leaders from member agencies 
were honored at the annual meeting 
of Cleveland Life Insurance Managers’ 
& General Agents’ Assn. Bert Palo 
of Prudential was guest speaker and 
Louis B. Seltzer, editor of the Cleve- 
land Press, presented certificates of 
merit. 


New Life Insurer To Begin 
With $68 Million In Force 


Sentry Life, new affiliate of Hard- 
ware Mutuals, which will begin its 
first full year of operation in 1960, 
already has some $68 million in force 
which was written on group and indi- 
vidual policies offered to employes 
while the life operations were being 
organized in 1959. Sentry lays claim to 
being the first life company in the 
country to plan all of its operations 
around the latest transistorized elec- 
tronic data processing systems. Cleri- 
cal operations will be concentrated at 
Stevens Point, Wis., to take advant- 
age of the electronic data processing 
center there, which is being erected 
by Hardware Mutuals. 

Sentry Life will offer a variety of 
individual ordinary life, whole life, 
endowment and_- group_ contracts 
through the Hardware Mutuals field 
force. The format of the new policies 
is modern and the language simple. 





New Handbook Of 
Ohio Is Published © 


A new Underwriters Handbook of 
Ohio has just been published by the 
National Underwriter Company. It 
provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. A new special section is 
devoted exclusively to automobile 
and plate glass replacement com- 
panies. Copies of the new Ohio 
handbook may be obtained from the 
National Underwriter Company at 
420 East Fourth Street, Cincinnati 
2, Ohio. Price $12.50 each. 














New officers of 
Indiana Home Of- 
fice Underwriters 
Assn. are, from 
left; Miss Ruth C. 
Keller, American 
United Life, sec- 
retary treas- 
urer; Roy Dittman, 
Hoosier Farm Bu- 
reau, president; 
and Clairus Dew, 
Midwestern Unit- 
ed Life, vice-pres- 
ident. 
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Conventions 


























Feb. 8-10, Health Insurance Assn., annual 
group forum, Drake Hotel, Chicago. 

Feb. 15, Insurance Economics Society, execu- 
tive commitee, Drake Hotel, Chicago. 

Feb. 19-20, New York Life Underwriters, gen- 
eral agents & managers conference, Queens- 
bury Hotel, Glens Falls. 

Texas Tri-City Sales Congress, Feb. 25, Dallas; 
Feb. 26, San Antonio, Feb. 27, Houston. 

Feb. 26-27, Institute of Home Office Under- 
writers, midyear executive committee meet- 



















ing, Hollywood, Fla. 

March 10, Boston Life Underwriters, New 
England sales conference, John Hancock 
Hall, Boston. 


March 14-16, Life Insurance Agency Manage- 
ment Assn., agency management conference, 
Royal York Hotel, Toronto, Canada. 


March 20-24, National Assn. of Life Under- 
writers, midyear, Louisville. 


March 24-25, Society of Actuaries, eastern 
spring meeting, Mayflower Hotel, Washington 
D. C. 


-March 28-30, Life Office Management Assn., 
debit insurance forum, Sheraton-St. Charles 
Hotel, New Orleans. 

April 11-13, Life Insurance Agency Manage- 
ment Assn., accident & sickness meeting, 
Edgewater Beach Hotel, Chicago. 

April 27-29, Life Insurance Agency Manage- 
ment Assn., combination companies confer- 
ence, Hollywood Beach Hotel, Hollywood 
Beach, Fla. 


May 5-6, Society of Actuaries, western spring 
meeting, Roosevelt Hotel, New Orleans. 


May 9-10, Assn. of Life Insurance Counsel, 
















































































midyear, The Greenbrier, White Sulphur 
Springs, W. Va. 
May 9-11, Home Office Life Underwriters 





Assn., annual, Sheraton-Plaza Hotel, Boston. 

May 10-12, National Assn. of Insurance Com- 
missioners, Zone V_ spring meeting, Bilt- 
more Hotel, Oklahoma City. 

May 13-14, New England General Agents & 
Managers Assn., management conference, 
New Ocean House, Swampscott, Mass. 

May 16-18, Insurance Accounting & Statistical 
Assn., annual, Hotel Sherman, Chicago. 

May 16-18, Health Insurance Assn., annual, 
Statler Hilton Hotel, Dallas. 

May 19-23, MDRT annual, Hawalian Village 
Hotel, Waikiki Beach, Hawai. 

May 25-27, Life Insurers Conference, annual, 
Roosevelt Hotel, New Crleans. 

May 30-June 1, American Life Convention, 
medical section, The Greenbrier, White Sul- 
phur Springs, W. Va. 

May 30-June 3, National Assn. of Insurance 
Commissioners, annual, Fairmont Hotel, San 
Francisco. 

June 22-25, Pexas Life Underwriters, Browns- 
ville. ‘ 















































































July 7-9, International Assn. of Insurance 
Counsel, annual, The Greenbrier, White 
Sulphur Springs, W. Va. 


July 17-20, Consumer Credit Insurance Assn., 
The Greenbrier, White Sulphur Springs, 

W. Va. 

July 21-23, National Assn. of Life Companies, 
annual, Skirvin Hotel, Oklahoma City. 

August 22-24, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, Queen Elizabeth Hotel, Montreal, 
Canada. 

August 30-Sept. 2, National Insurance <Assn., 
annual, di lido Hotel, Miami Beach. 

Sept. 11-16, National Assn. of Life Under- 
writers, annual, Statler & Mayflower Hotels, 
Washington, D. C. 

Sept. 18-21, International Claim Assn., annual, 
Whiteface Inn, Whiteface, N. Y. 

Sept. 21-23, Life Insurance Advertisers Assn., 
annual, Essex House, New York. 

Sept. 26, Fraternal Actuarial Assn., annual, 
Queen Elizabeth Hotel, Montreal, Canada. 
Sept. 26-28, National Fraternal Congress, an- 
nual, Queen Elizabeth Hotel, Montreal, Can- 

ada. 


Sept. 26-28, Life Office Management Assn., 
annual, Royal York Hotel, Toronto, Ont., 
Canada. 


Sept. 28-30, Society of Actuaries, annual, Edge- 
water Beach Hotel, Chicago. 

Oct 10-11, Conference of Actuaries in Public 
Practice, annual, Drake Hotel, Chicago. 

Oct. 10-14, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 27-29, Midwest Management Conference, 
annual, French Lick, Indiana. 

Nov. 2-4, Institute of Home Office Underwrit- 
ers, annual, Statler Hotel, Washington, D. C. 

Nov. 14-17, Life Insurance Agency Manage- 
ment Assn., annual, Edgewater Beach Hotel, 
Chicago. 

Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners, regular meeting, Commodore 
Hotel, New York. 

Dec. 12-13, Assn. of Life Insurance Counsel, 
annual, Waldorf-Astoria Hotel, New York. 
Dec. 13, Institute of Life Insurance, annual, 

Waldorf-Astoria Hotel, New York. 

Dec. 14-15, Life Insurance Assn., Waldorf- 
Astoria Hotel, New York. 

Dec. 28-30, American Assn. of University 
Teachers of Insurance, annual, St. Louis. 








Sleep is often catch-as-catch-can for a lot 
of home office people at Minnesota Mutual. 
They're kept pretty busy out in the field, 
working with agent after agent in town after 
town, demonstrating how any man can be a 
success using our formula for selling life 
insurance. 


Here’s the formula: The right combina- 
tion of organized selling methods 
Thoroughly proven presentations aimed 
at selling life insurance to fit specific needs 
Dramatic and convincing visual aids that 


The Minnesota 


Insurance 


Z-2-Z-Z-2-Z2-Z-Z-Z-Z 


get a prospect’s full attention ™ A better- 
paying incentive contract for agents, incor- 
porating an unusual combination of persis- 
tency fees for quality business. 


Shown how by a hard-working home office 
staff, an aggressive field force in 116 offices 
from coast to coast has put Minnesota Mutual 
in the top 4% in the industry. This zooming 
“Star of the North” now has over $2 billion 
of life insurance in force—the second billion 
written in less than five years! 


Mutual Life 
Company 


Victory Square-St. Paul, Minnesota 
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